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W. &. Sraund 
ANNOUNCES 


that during the Liquidation 
of the W. R. BRAUND CO. 


OUR SERVICE WILL BE 
MAINTAINED 


“ 
GRAND TRAVERSE SALES CO. 


featuring 


Top quality and low prices from 11 of the most prominent birch mills 
in North America, plus 6 fir mills, 3 gum mills, and 3 door plants. 


Three flushwood door mills offer birch interior and exterior and solid 
and hollow core flushwood doors. 


Direct mill shipments plus the advantages of warehouse and jobber 
service give you complete coverage through more than 50 reliable 
outlets for our products in the United States. 


THE SAME OLD GANG 
WILL BE AT YOUR SERVICE 


Wm. Underdown Frank Benesn Ronald Rose Vic Purcell 
Fred Charlton Rudy Randall Fred Ford Art Donnelly 
Bob Price Robert Jones W. R. Braund 

plus the late addition of Emmert Behr and Dick Minnie 


As soon as possible the W. R. Braund Co. will be dissolved by W. R. BRAUND 
and C. B. HARMAN, to be reorganized by W. R. BRAUND, operating by himself. 


UNTIL FURTHER NOTICE 
Send inquiries on 


CARLOADS and PCL SHIPMENTS to 
GRAND TRAVERSE SALES CO. 


SUTTONS BAY, MICHIGAN BIRMINGHAM, MICHIGAN 
TEL. SUTTONS BAY 61-71-93 TEL. MIDWEST 4-3450-1-2-3 











KWIKSET recognizes the fact that service to our customers is continuous. 
Therefore to serve the needs of the building industry 
KWIKSET maintains an efficient, capable nationwide sales and service organization. 


The men representing this organization, are noted for their dependability, 
experience and courtesy, and are another factor responsible for the 
more than 17 million KWIKSET locksets in guaranteed trouble-free service. 





SAM GILBERT FULLERTON, CALIF. 
PAUL JAFFEE LOS ANGELES. CALIF. 
GUS BERLINER PORTLAND, ORE. 
SCOTT MEANS ALBUQUERQUE, N, M. 
M.A, RAMBO TEMPLE, TEXAS 
ROBERT J. SCHULTE ST. LOUIS, MO. 

EARL VICKERY JACKSONVILLE, FLA. 
HARRY W. STOVALL WILMINGTON, N. C, 
PAUL STUMB NASHVILLE, TENN. 

10 NATHAN L. SCHIEBER CHICAGO. ILL. 

1! GILBERT SWANSON STILLWATER, MINN 
12 EDWIN L. HOSEUS CINCINNATI, OHIO 

13 DAVE MALLIMSON GREAT NECK. N.Y 

14 FRANK J. NOYES EAST ROCHESTER, N. Y 
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KWIKSET SALES AND SERVICE COMPANY « ANAHEIM + CALIFORNIA 





Emmert Behr Says: 


“Open the Door to More Profits” 


Swing Customers to 


Top Quality Materials-- 
Craftsman Workmanship 


for Faster, Easier Sales 
at REALLY LOW PRICES 


x et 


CHECK THESE OUTSTANDING FEATURES 
V ALL WOOD — PLY CONSTRUCTION 


V ATTRACTIVE 3 PLY BIRCH FACES 
with strong core of wood stiles and rails. 


VY WATERPROOF GLUE BOND 
to resist warping and give additional strength. 


V BUILT-IN AIR VENTS 
for free air circulation. 





/ 2 LOCK BLOCKS — 22 LADDERS 
DISTRIBUTORS— 
/ INTERIOR and EXTERIOR MODELS Write today for com- 


plete information 
about SHORELINE 
doors. 


Thousands of Dealers Standardize on Shoreline eam 
for Customer Satisfaction -- More Profit : " 


Send for location of 
your nearest 


- distributor 
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TWE WATER 
MOLECULE 1S 


GASEOUS WATER VAPOR 
IS FLY SIZE 





The Barrier That Keeps Out Elephants Will Let In Flies 


Vapor and condensation insulation is needed in 
buildings as well as thermal insulation. Inadequate 
thermal insulation means loss of comfort, larger fuel 
bills, unnecessarily costly heating or air-conditioning 
plants. Condensation promoted by faulty vapor insu- 
lation can cause structural damage —rotting timbers, 
peeling paint, crumbling plaster, deteriorating 
masonry. 

Water at 32°F has 205,000 times the density of 
water vapor, which is a gas. Many non-metallic “va- 
por barriers” are good waterproofing materials, but 
water vapor can flow through. The thick aluminum 
sheets used in multiple accordion aluminum are im- 
pervious to vapor. 


Multiple accordion aluminum creates an “insulat- 
ing blanket” of layers of air, fiber and aluminum. Of 
all heat transferred through structural spaces, 50% to 
80% is by Radiation; all but 5% to 7% of the rest is 
Convection. Multiple accordion aluminum has a 


COST OF THE NEW* INFRA INSULATION INSTALLED 


in new construction between wood joists, material end laber, 


"Patent applied for 


Type 6-Si under 9'/,¢ sq. ft. 
Type 4-Si under 7'/,¢ sq. ft. 
Type 4-5 Jr. under 7'/2¢ sq. ft. 


INFRA INSULATION, INC. 
§25 Broadway, New York, N.Y., Phone Worth 4-2241 


6 


reflectivity of 97% for Radiation or radiant heat, and 
blocks outer and inner Convection. Its slight mass, 
with alternating layers of entrapped air, minimizes 
Conduction. 


It is practically non-condensation forming. It does 
not sustain nor retain fortuitous moisture, which 
gradually flows out in the form of vapor through the 
usual exterior walls and roofs, which are much more 
permeable than this insulation. 


There is now a new standard Infra Insulation (the 
commercial form of multiple accordion aluminum) 
improved to form a “blanket” of uniform depth be- 
tween studs and joists which completely covers the 
spaces between. 

Samples of the new Infra Insulation and a copy of 
Schwartz's “Simplified Physics of Vapor and Ther- 
mal Insulation” sent on request. 


Infra Insulation, 525 Broadway, 
New York City, Dept. U8 


Please send me sample of New Infra Insulation 9 
Copy of Schwartz’s “Simplified Physics” | 


Name 


Address 
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WASHINGTON REPORT 





Congress Must Solve Budget Deficit for a Healthy Economy 


When Congress got tired of the 
Washington heat a few weeks ago 
and lit out for home, the Solons 
left quite a few legislative chores 
unfinished. 

The legislators had been getting 
rather sticky about government 
finance. Like the lady crossing the 
English Channel in rough weather, 
they done things they didn’t in- 
tend; such as the stretch-out of 
excess-profits taxes for another 
six months and refraining from 
cutting income taxes down to size. 

Late in the session they tried 
to take the tax off movie admis- 
sion tickets, but this little stranger 
got hit by something big; an econ- 
omy-size veto. The president said 
it wasn’t according to Hoyle to 
give relief to one industry and not 
to all the other sufferers. Anyway, 
Uncle needed the money. 

Among the things the Congress- 
men swept under the rug before 
going home was an item that MAY 
bring them back next month. The 
Secretary of the Treasury doesn’t 
like to run his checking balance 
down to the point where he hates 
to meet the sheriff on Pennsylvania 
Avenue. 

Mr. Humphrey thinks six bil- 
lions is about the least Uncle 
should have to keep him feeling 
snug, with winter coming on. He 
has that much at this writing; but 
Federal income doesn’t keep up 
with expenses, the second half of 
the year. Since Uncle’s borrowed 
about all he’s permitted to do, 
under the law, Congress was asked 
to raise the fiscal roof of the pub- 
lic debt by fifteen billions. 


Special session? 

But Congress didn’t do it; so 
Majority Leader Knowland, of the 
Senate, thinks the legislators may 
be called back into special session. 
If so, they'll be asked to drag some 
other items out from under the rug 
and fix them up, too; just to take 
part of the load off the second ses- 
sion of the 83rd Congress. 

With a few exceptions, these un- 
done chores are in the field of 
Federal finance; and those things 
in turn have a bearing, directly or 
indirectly, with how good this in- 
dustry is likely to feel, come winter 
and spring. 

One of course is taxes; the cat 
that always comes back. Tax laws 
that bring in some eight billions 
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annually are due to expire next 
year. Mr. Wilson and Mr. Hum- 
phrey think the truce may save us 
a billion a year for materials that 
would otherwise get shot off on the 
battle line. That leaves merely 
seven billions in new replacement 
money to be found somewhere. 


Suggests sales tax 

The National Association of 
Manufacturers has sent up a trial 
balloon about a national sales tax: 
and it’s said the Administration 
may support the idea. As the NAM 
sees it, there should be a uniform 


tax of from 41% to 5%, levied at 
the point of manufacture where 
the products are completed and are 
not to be used in further manufac- 
turing processes. Food and food 
products would be exempted. 

As this page gets it, the purpose 
of the NAM is, in a certain sense, 
to equalize these taxes. Excise and 
sales taxes are said to be a mass of 
inequities and exemptions. The 
NAM method would make the rates 
uniform. It would lower rates for 
most items now taxes; but it would 
impose the uniform rates of a lot 
of items that at present are not 
taxed at all. 


Government readies recession cures 


A good many people believe if an 
economic crisis shows up that the 
government can and should stop 
it. Well, the government does have 
some remedies on hand. 

But it’ll be too bad if this “pana 
fix’”’ complex should start us to 
shouting, in an emergency, for 
doses of patent medicines: not for 
a diagnosis but for what WE think 
we need: Uncle Sam’s Sovereign 
Panic Sedative: or Old Bust-Head 
Inflation Laxative, a Sure Relief 
for Tight Money. Congress has 
been known to yield, now and then 
to these self-diagnosis demands 
In these, we hope, more scientific 


days, the diagnoses can be more 
professional and the dosage more 
exactly measured. 

The President has asked his Ad- 
visory Board on Economic Growth 
and Stability, of which Dr. Arthur 
F. Burns is chairman, to bring in 
a report this fall about what to do 
if the country stubs its toe, or its 
chin, on an economic recession. 

This seems the smart way to 
tackle such things. Sure enough, 
the Doctors of Economics don’t al- 
ways agree; and the need to be 
right. But they could hardly be as 
wrong as the eclectic boys were in 
‘29, so maybe we'd better write 
their telephone number on the wall. 


Washington reviews housing prospects 


Meanwhile, despite the wide ad- 
vertising of a possible and even 


probable business decline maybe 
the most widely trumpeted pro- 
phecy of its kind since 1893, the 
experts tell us our industry will 
produce, and sell, a lot of houses 
this year; that it'll be not the big- 
gest but one of the biggest in 
housing history up to the present. 
Housing people on the Hill think 
it'll be a good year; but they ask 
permission not to guess about ‘54. 

Few if any experts think the 
truce in Korea will check house 
construction or dull the desire for 
home ownership. The housing mar- 
ket, so a Federal official says, is 
changing. It could hardly be other- 
wise, considering the economic 
and social changes in American 
life. 

For some years after the second 


war a good many people felt they 
simply had to have houses, and 
they did some panic buying: took 
almost anything they could get af 
almost any price. That was an ab- 
normal market. Now the buyer is 
offered an opportunity to select 
the kind of house that suits him 
at a price he can take or leave. 
That’s more nearly a normal mar- 
ket; and the shift to a normal 
state is not a recession. 


Korean veterans 

Much thought is being given to 
the housing needs of the two mil- 
lion Korean veterans; and this in- 
cludes a careful search for the de- 
sign and style of houses they'll 
want and also the terms of pur- 
chase and the size of 
they can handle. 


payments 





‘Do-ct- Yourself” PRODUCTS 
That Put Money in Your Pocket 


BIG 6-FLUID OZ. TUBE— 3 i aye 
50% More Material Zz 


21% 
Lower 
 e® Price 


DISPLAY AND SELL! 


Kwik-Seal comes to you 
in this 3-color display car- 
ton—6 tubes to the pack- 
age. You also get a FREE 
advertising hanger with 
every 24 tubes ordered. 


A bathtub and tile sealer of top 
quality. Do-it-yourselfers use | . BASEBOARDS 
Kwik-Seal for all kinds of 
patching and filling. Adheres 

to any surface. Easy to apply. Hardens 

quickly with smooth satin-white finish. And 

the bargain of them all!—you can retail it 

for 79c and still make a fine profit. 


An ELASTIC COMPOUND 
that Lasts and Lasts! 


For glazing BOTH wood and metal windows, 
“33” Compound is the favorite of do-it-your 
selfers. Goes on smoothly, quickly and clings! 
Unlike putty, this ELASTIC compound will 
not crack, crumble or chip off. Outwears 
the sash in many instances. Ideal for filling 
nail holes, etc. Customers will thank you 
for recommending “33”. 


sae GLAZING COMP! vila, EXCELLENT QUALITY 
cen WITH PRICE APPEAL 


An especially good gun-grade ELASTIC 
Caulking compound that comes in both 
cartridges and metal containers. You won't 
regret stocking Armstrong's Rely-On. 


ORDER TODAY FROM YOUR 
FAVORITE JOBBER 


HIGHEST QUALITY 


RMSTRONG COMPANY 
Leading Manufacturer of Compounds \ 1001 EAST 103rd STREET 


\ 


for Glazing, Caulking, Sealing : CHICAGO, 28 


EST 1911 


OTHER PLANTS IN DETROIT — DALLAS — RICHMOND, CALIF. — CHARLOTTE, N. C. 
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NEWS BRIEFS 





LUMBER PRICES SHOW NEW SOFTENING ... under the weight 
of hefty production. At Pacific Northwest mills, better-grade Douglas 
fir two-by-fours can now be had for only $56 a thousand board feet. This 
price is down about $5 just since early June; it’s about 25° 
ago. Other grades had similar falls. 

PRODUCTION IS ABOVE SALES ... in the week ended July 25, 


below a year 


a group of 157 Northwest mills turned out 114 million feet of lumber,” 


11°% below a year earlier, but about 13° above orders in the week. Other 
factors are cancellation of some military contracts and the huge 1953 
upswing in imports of Canadian lumber, which often is cheaper than 
U.S. products. 

STARTS ARE FAVORABLE .... but builders are increasingly cau- 
tious in the present state of the home market, and the growing number 
of unsold homes. June starts were roughly the same as a year ago but 
experts feel it is probable that the second half monthly starts will lag 
behind the corresponding month of last year, with a tendency for the 
gap to widen as the year progresses. One good way to gauge housing 
conditions in your community is to check the classified section of the 
newspaper. Using this as a standard we noted that homes for sale now 
required five pages in a recent Sunday edition of a newspaper at St. Paul, 
Minn. Last year at the same period three pages was the average, indicat- 
ing a more competitive selling market. 

MISUNDERSTANDING NEW DOWN PAYMENT BILL ... seems to 
be widespread. The President now has the authority to reduce down pay- 
ments on homes but he has yet to act. There is little question the Admin- 
istration will use its new authority. Meanwhile, however, it remains in 
a standby status. 

HOUSING OFFICIALS ARE LOOKING FOR IDEAS .. . on how to 
prod housing a bit. They want a cross section of public opinion. If you 
have any ideas, feel free to write them to the Administrator, Housing 
& Home Financing Agency, Washington 25, D.C. 

TAXES TAKE 16% OF A $15,000 HOUSE . .. according to Dow 
Service, construction analysts. Duirng the 1939-41 period they were 
about 2°. In a typical 1,100 square foot frame dwelling priced at $15,300 
composite taxes now amount to about $2,388. In a 720 square foot house 
priced at $11,800, they average $1,842. 

WAGE SCALE TREND STILL UPWARD .. . with hourly wages 
of 600,000 construction workers rising nearly 3% in the past 60 days. 
In addition, small jumps in cost of certain building materials, plus ever 
increasing land improvement requirements administrated by cities, may 
well affect sales tags on new homes, 

LARGEST AID CONDITIONING PROJECT . . . will be at Little 
Rock, Ark., where 700 fully air conditioned houses will be built with 
combination cooling-heating units for year ’round living comfort. The 
first four houses will be completed early in September, in time for show- 
ing in conjunction with National Home Week September 20-26. Be 
sure to read “You Can Share the Built-in Climate Boom,” page 50, in this 
issue. 

LOS ANGELES DO-IT-YOURSELF SHOW SET NEW RECORDS 
... for both attendance and number of exhibitors. The show which began 
July 30 and ran through August 9 is said to have registered 100,000 paid 
admissions. 

FIRST RAIL SHIPMENTS OF STUDS ... has the Southern Cali- 
fornia Retail Lumber Assn. excited. The experimental shipments of fir 
studs included five flat cars loaded at the sawmills with 2”x4”--8’ S48 
fir studs in conformity with specifications established by the association 
Without exception every one of the cars arrived in perfect order for me- 
chanical unloading. Not a piece of lumber was jostled loose or lost in 
transit during the 800-mile shipment from the mill. Some of the cars 
took as little as 23 minutes to unload. 

COMEBACK FOR TWO-STORY HOUSE .. . has been forecast b) 
David Kennedy, Kentile, Inc. To provide adequate living space, a ranch 
house must cover more ground than the average home buyer can afford 
Kennedy says. 
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Construction Volume 


Continues to Rise 

Money spent on all new construc- 
tion continued to rise, with a new 
monthly peak of almost $3.3 billion 
reached during the month of July. 

This figure, said the Bureau of 
Labor Statistics and the Depart- 
ment of Commerce in their month- 
ly report on construction expendi- 
tures, is a 2° gain over the pre- 
vious month. “The increase result- 
ed chiefly from seasonal gains in 
highway construction and in pri- 
vate outlays for public utilities, 
plus a more than seasonal rise in 
commercial construction.” 

Thus far in 1953, commented 
BLS, new spending records have 
been established for several tvpes 
of construction, including private 
expenditures for new residential 
building, public utility reconstruc- 
tion, and commercial and educa- 
tional building. In the public divi- 
sion, expenditures for highways 
and schools also exceeded any pre- 
vious January-July _ total. Al- 
though private industrial construc- 
tion has been declining since Feb- 
ruary, money spent in 1953 for this 
work almost equalled the record 
1952 figure, when the totals for the 
first seven months are compared. 

The BLS - Commerce figures 
showed a total of $2.1 billion spent 
on all new private construction 
last month, with the $1.1 billion 
spent on residential accounting 
for the bulk of this category. Pri- 
vate spending for public utilities 
reached a monthly record of $410 
million in July, and commercial 
construction rose 9% to $165 mil- 
lion. Private industrial construc- 
tion, however, declined more sharp- 
ly in July than during the past 
several months. 


Millwork Strike 
At Minneapolis 


The Minneapolis Home Builders 
Association expects a sizeable cut 
in building starts unless the eight- 
week strike at 15 sash and door 
companies is ended soon. 

E. Harold Johnson, association 
president, said that doors, window 
frames, molding and trim are not 
available for about 500 homes and 
that 700 other homes are under 
construction but have not reached 
the millwork stage. 

Should new construction be 
halted, it would mean layoffs for 
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perhaps 8,000 building tradesmen, 
with subsequent unemployment 
compensation payments reflected 
in unemployment insurance rates 
of contractors. 

The sash and door employes, 
now receiving $1.80 for journey- 
men with the scales going down to 
a $1.51 minimum for workers with 
less skill, are demanding a 20-cent 
hourly increase for the journey- 
men and 15 cents for other em- 
ployes. 


NRLDA Appoints 
Merchandising Group 


A nine-man merchandising com- 
mittee of the National Retail Lum- 
ber Dealers Association has been 
appointed by president Henry J. 
Munnerlyn. 

Russell Nowels, Nowels Lumber 
& Coal Company, Rochester, Mich., 
is chairman of the new committee, 
which met for the first time on July 
27 and 28 in Washington, D.C. 

Other members of the committee 
are Phil Creden, Edward Hines 
Lumber Co., Chicago; T. J. Fox 
John W. Fisher Lumber Co., Santa 
Monica, Calif.; Thomas Gamble, 
Potlach Yards, Inc., Spokane, 
Wash.; W. Johnson, William H. 
Deyo and Co., Ellenville, N. Y.; 
M. R. Large, Farmville Mfg. Co., 
Farmville, Va.; E. W. Nuttle, Nut- 
tle Lumber & Coal Co., Denton, 
Md.; H. L. Richards, Richards & 
Krueger Co., New Braunfels, Tex. 
and F. S. Stephenson, Stephen- 
son-Browne Lumber Co., Chick- 
asha, Okla. 

The first subjects considered by 
the committee were the develop- 
ment of NRLDA’s merchandising 
calendar, which is to be published 
in preliminary form as a chapter 
of the Dealer Operating Guide, and 
plans for coordinating the adver- 
tising and promotional efforts of 
dealers and building product manu- 
facturers as a means of reaching 
the public with the same theme at 
the same time from many direc- 
tions. 


Manufacturers Launch 
Do-It-Yourself Survey 


Formation of a 
committee to survey the home-use, 
non-professional market for tools, 


multi-industry 


lumber and related products im- 
portant in home improvement, 
home workshops and allied crafts 
and activities, was announced this 
week by Ray C. DuBrucq, repre- 
senting the Rockwell Manufactur- 
ing Co., Pittsburgh, chairman of 
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the group. 

The committee was organized 
aS a non-profit corporation under 
the name of Home Improvement 
Survey Inc. The new organization 
will study the size of today’s mar- 
ket the American Society of 
Newspaper Editors recently esti- 
mated it at $3,500,000,000, or $75 
a year per U. S. household—and 
ways to increase it through educa- 
tional programs and improved 
service to the consumers. The sur- 
vey will be completed in about six 
months, DuBrucq said. 

Committee members include Du- 
Brucq, as a representative of the 
power tool manufacturers; Philip 
Creden, Edward Hines Lumber 
Company, Chicago, representing 
lumber manufacturers; G. W. 
Daly, Sandpaper Inc., Rockland. 
Mass.. abrasives: FE. G. Swanson. 
Le Page's, Inc., Gloucester, Mass.., 
adhesives; H. C. Schweitzer, Henrv 
Disston and Sons, Inc., Philadel- 
phia, hand tools: and Eberly 
Thompson, M and M Wood Work- 
ing Company, Portland, Ore., ply- 
wood. 


FHA Seeks to Aid 
In Slum Clearance 


The Federal Housing Adminis- 
tration will need to develop new 
tools if it can effectively add its 
weight to efforts at rehabilitating 
slums and blighted areas, Guy T. 
O. Hollyday, of Baltimore, new 
Federal Housing Administration 
commissioner, declared at a joint 
dinner meeting of the Chicago Me- 
troploitan Home Builders Assn. and 
the Chicago Mortgage Bankers 
Assn. 

“We must evolve rules and regu- 
lations that will allow us to go 
into an area on a long term eco- 
nomic basis,”’ he stated. 

Sharing speaking honors with G. 
Yates Cook, originator of the fa- 
mous “Baltimore Plan” of slum 
clearance and now director of 
NAHB’s department of housing 
rehabilitation, Hollyday said that 
Baltimore’s experience showed 
that Title I offered too short term 
credit. 

“But,” he said, “207 can be 
streamlined, and with legislation 
now being planned, we wiil have 
the greatest opportunity for serv- 
ice since FHA was originated.” 

Earlier, the commissioner had 
announced that Chicago had been 
chosen, along with Memphis and 
Cleveland, for an intensive study 
of ways and means for FHA to 
help rehabilitate blighted areas. 


Southeast Show 
Set for Atlanta 


The Building Material Merchants 
of Georgia, the Tennessee Building 
Material Association and the Flor- 
ida Lumber and Millwork Associa- 
tion will sponsor a Southeast 
Building Material Show at the At- 
lanta Biltmore Hotel October 22- 
24, to give suppliers who do not 
exhibit at dealer conventions an 
opportunity to show their product. 
Dealers from other southern states 
will be invited to attend. 

Foster B. Steward, Atlanta, is 
director of the show which will 
have at least 100 exhibits. The 
three sponsoring associations also 
plan a program with panel discus- 
sions and prominent speakers. 


Vencouver Plywood 
Goes on Four-Dav Week 


Vancouver Plywood Co. has gone 
on a four-dav week. general man- 
ager John BR. Power said. The ac- 
tion was taken after the return to 
work of about 420 employes fol- 
lowing the annual vacation late in 
July. 

A number of individual Douglas 
fir plywood manufacturers in the 
Pacific Northwest have taken the 
action to curtain production in re- 
cent weeks. Industry-wide produc- 
tion, according to the latest weekly 
report, is about 12 million feet 
ahead of new orders, with produc- 
tion at 63.3 million and new orders 
about 51 million. 

Capacity of the Vancouver Ply- 
wood Co. plant is approximately 
75 million feet annually, Mr. Pow- 





Money on the Farm 


Surveys show that farmers, for the 
first time in several years, need help 
to keep their profits up. You'll read 
how you can help the farmer — and 
help your own business—in “Selling 
the Farm Market.” It’s another im- 
portant feature in the Fall and Win- 
ter Merchandising Issue—Sept. 7. 
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Up, up, up goes » 
Noyo Quality Control 
for air drying. 


SEASONING 


After Noyo Redwood is sawn, edged, trimmed, 


sorted, and graded, it is transported from the 
“green chain” to the air yard for “‘sticking” and 
seasoning. In placing the ‘spacers’ between the 
boards, care is taken to keep the spacing uniform 
and in even tiers for maximum air circulation. 
Then the lift trucks place the 
packages of “stuck” lumber in 
uniformly placed stacks that 
provide for maximum air circu- 
lation and another step in Noyo 


Quality Control is underway. 


SAN FRANCISCO 
620 Market St. 
SUtter 1-6170 


LOS ANGELES 
17 W. 9th Street 
TRinity 2282 


CHICAGO 
228 N. LaSalle St. 
CEntral 6-1172 


“Sticking” for 


uniform air 
drying 


NOYO 


QUALITY CONTROLLED 


Sawn, edged and trimmed to produce the best 
out of the log. 

Inspected and graded for consistent, dependable, 
uniform quality. 

Scientifically seasoned to meet specifications 
called for. 
Surfaced and run 
to pattern by 
unexcelled 


REGIONAL SALES 


planing facilties. 
C.R.A. grade- 
marked, assembled 
and shipped to 
you sedis careful 
scrutiny to insure 
satisfied customers. 


NEW YORK 
2735 Grand Cent. Term. 
MUrray Hill 9-5189 


Union LUMBER COMPANY 


TREE 
FORT BRAGG + CALIFORNIA 


Buttpinc Propucts MERCHANDISER 


FARMERS AND MANUFACTURERS 


REPRESENTATIVES 


In order to provide prompt, 
efficient ‘on the job” service 
Union Lumber Company 
maintains carefully selected 
and trained sales representa- 
tives across the nation. Con- 
sult your local directory or 


write to our nearest office. 


Member: California 
Redwood Association 
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er said. Employment is _ being 
maintained at the same number of 
workers on the four-day week as 
previously on five days. 

Among companies which have 
announced curtailment are Geor- 
gia-Pacific Plywood Co., affecting 
four Washington and Oregon 
plants, Evans Products Co. at two 
Oregon plants, Kalpine Plywood 
Co. in Oregon and Crescent Ply- 
wood Co. in California. 


Gunnison Becomes 
U.S. Steel Homes 


Gunnison Homes, Inc., of New 
Albany, Ind., housing subsidiary of 
U.S. Steel Corp., has changed its 
name to United States Steel 
Homes, Inc. 

Gen. John J. O’Brien, president 
of the subsidiary, said the change 
was made because the new name 
“will be more appropriate and will 
also provide closer identification 
with the parent company.” 

The subsidiary company will be- 
gin initial production of factory- 
made steel buildings at a new plant 
at Harrisburg, Penna., with a few 
weeks, General O’Brien said. First 
production will include hospitals, 
community clinics, schools, dormi- 
tories and_ similar institutional 
structures. 

In addition, the company will 
continue production of the Gunni- 
son line of wood homes at New 
Albany, Ind. 


House Trade-in Plan 
Being Tested by FHA 


The Federal Housing Adminis- 
tration disclosed it is experiment- 
ing with a scheme which would al- 
low a home owner to trade his old 
home in toward the cost of a new 
one, 

Guy Hollyday, FHA commission- 
er, said the scheme is being tested 
in Columbus, Ohio; Hartford, 
Conn. and New Orleans’ and 
Shreveport, La. 

“There undoubtedly will be lim- 
itations to such a plan but we’re 
looking into its possibilities,”’ he 
added. 

Here's how the 
would work: 


trade-in plan 

Say, for example, a home owner 
wants to buy a new $15,000 home 
on which the FHA would grant 
mortgage insurance of $12,000. 
The present house is appraised at 
$8,500 by the FHA and $5,500 is 
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owed on the mortgage. 

Thus the “equity” or ownership 
is about $3,000. The owner would 
turn the old house over to the 
builder and he would give $3,000 
credit toward the new house. The 
owner could get an FHA-insured 
$12,000 mortgage to cover the rest 
of the cost. 


The builder then gets the FHA 
to look over the old house and de- 
cide how much of a mortgage it 
will insure if the builder repairs 
and reconditions it. The FHA de- 
cides on what improvements should 
be made without “over-improving” 
the property, then issues a mort- 
gage commitment to the builder. 

Possibly the FHA appraisers de- 
cide $2,500 of improvements could 
be made. The builder then makes 
these improvements with the un- 
derstanding that the FHA will in- 
sure 80% of an $11,000 property 
(old value of $8,500 plus $2,500 of 
improvements). 

FHA officials say the trade-in 
program would thus be helping in 
two ways: It would be stimulating 
sale of new homes, and it would be 
encouraging improvement of old 
properties. 


Newspapers Support 
Do-It-Yourself Trend 


Look behind the home handy- 
man’s tool kit and you'll probably 
find a copy of his home town daily 
newspaper opened to the home 
building and planning page. 

That, figuratively at least, is the 
likely situation indicated by a sur- 
vey recently completed by the Bu- 
reau of Advertising of the Ameri- 
can Newspaper Publishers Associ- 
ation, which reports that the na- 
tion’s dailies, on the average, pub- 
lish about four full 2,400-line pages 
of editorial matter every month 
devoted to home building and plan- 
ning information. 

In the Bureau’s survey, 305 
weekday and Sunday newspapers 
in the United States, Canada and 
Hawaii reported a total of 5,696,- 
179 lines, or 2,373 sctandard-size 
pages of such information pub- 
lished in March and April of this 
year. 

In releasing the survey report, 
the Bureau noted that the do-it- 
yourself consumer market, already 
many times its prewar size, is 
still growing—and at a faster pace 
than ever before. In a folder re- 
cently released to Bureau member 
newspapers, Edward H. Burgeson, 


director of the Bureau's retai! 
department, pointed out that 
American householders spend three 
and a half billion dollars a year. 
or an average of more than $77 
per family for tools and materials 
used in do-it-yourself projects. 


Texas Lumbermen Meet 
Apr. 11 in Fort Worth 


The 1954 convention of the Lum- 
bermen’s Association of Texas will 
be April 11, 12 and 13, announced 
John Armstrong, president. Fort 
Worth was selected as a new site 
because of facilites in its Will 
Rogers Coliseum and attendance 
surpassing this year’s 4,300 is as- 
sured because of the more central 
location, said Gene Ebersole, ex- 
ecutive vice-president. Headquar- 
ters will be maintained in both 
the Western Hills and Texas 
hotels. 


City Dwellers 
Average Rent $44.17 


City renters paid an average 
$44.17 a month last year for their 
houses and apartments, the Com- 
merce Department reported. 

Rent payments added up to $10 
billion for the year. Landlords av- 
eraged a net return of nearly 25% 
on the rents they collected, or 
about $2.5 billion. 





He’s Your No. 1 Customer 


Yes, for most dealers the contractor 
is still the No. 1 customer. How to 
sell him and still make a profit — 
that’s the problem you'll find an- 
swered in “20 Ways to Sell Your Con- 
tractor Customer.” This article was 
written by a dealer for dealers. An- 
other exclusive you can’t afford to 
miss in the Fall and Winter Merchan- 
dising Issue, Sept. 7. 
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“Yes, and for speed and safety, too. In fact, the 
De Walt” is easily the finest all-around power 
saw I’ve ever used. 
“We own five De Walts, and each of these is De Walt Inc. 
used at all times for one specialized cutting pur- 
pose. Three are used for cross-cutting, one for 
mitering, one for dadoing. 
“De Walt performs these cuts as well as a 
man could ask. Besides De Walt can be used to POWER SAWS 
rip, bevel, shape, plough, rout—and make many Sebsidiocy of AMERICAN MACHINE & FOUNDRY COMPANY, Now York 
other cuts. So it’s ideal—whether used for one 
cutting purpose or many. Mail this Coupon TODAY! 
“Our five De Walts have been run 45 hours 
a week, continuously, for 4 years. We use them 
for production runs, lumber and mill work. You 
just couldn’t ask for better performance than 
they’ve given—perfect in every way.” 
De Walt’s unmatched speed, versatility, pre- , 
cision and safety can bring new efficiency to your " — 
l 
l 
i 


Lencaster, Pe. 


De Walt Inc. Dept. AL-8, Lancaster, Pa. 


Please send full details on the De Walt Radial 
Power Saw line. 


Dg a oe eee ee 


operations, too. Find out how today. See your ADDRESS 


' 


De Walt dealer or mail coupon at right. 
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Sample of superior saw logs 
Frost grows and harvests 
perpetually under its man- 
aged forest operations. 


The Gest in the Log 
For “She Gest to You... 


agence 


_., Lakes Top Priority With Frost 


Frost's big mills in Arkansas, Louisiana and Texas are operated on the principle that sus- 


tained progress in product refinement is MUST No. |. 


Only by this practice can the imperative needs of dealers who build their own business on 
quality be met. Consistent with this objective, Frost's standards begin at the carriage, 


where the trained eye of each skilled sawyer knows what's best in the log for the best to 


you—and cuts accordingly. 


How does the trade respond to this every-hour, every-day commitment to quality? For 
answer, we proudly count the host of lumber dealers who are Frost's loyal customers—and 


have been for many years. It's a good company to belong to . . . Shail we quote? 


FROST LUMBER INDUSTRIES, 


Forest Products Division of Olin Industries, Inc. 
SHREVEPORT, LOUISIANA 
Manufacturers of Frost Pine, Frostbrand Hardwood Flooring, Southern Hardwoods 
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TO HELP YOU 


SELL MORE 


We're helping the Painter Sell 


You could sell a lot more paint if your painting contractor 
customers were better salesmen of paint jobs. 
To help the contractor sell his services more effectively, 
we’ve collected the sales experiences of scores of top pro- 
fessional painters. And we’re passing on 
these selling aids in two forms. 
FIRST . . . an illustrated booklet, ‘101 
Sure-Fire Ways To Sell More Paint Jobs.” 
A brief and breezy, cartoon-style, easy- 
to-read handbook that includes tips on 
locating prospects, presenting the story, 
and closing orders. This vatuable 24-page 
selling guide is being made available for 
your distribution to painters. Check with 


ARCHER Volt movih 


LINSEED OIL 9) wo (\ 


‘ 


... is polymerized to give you a tougher, more Polmani 
Archer Pol-mer-ik brush out easier . . . level 
better, because the oil molecules are re-shuffled 


and interlocked by Pol-mer-ik's special heat 
treatment. 


a 
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ARCHER-DANIELS-MIDLAND CO., 600 Roanoke Bidg., Minneapolis, Minn. | 


SECOND .. . a fifteen-minute sound-and-color slide-film 


available for group showings. A “natural” for your 
painter meetings! 


is 

| 

| Archer Daniels-Midland Co. 

| 691 Roanoke Bidg. 

| Minneapolis, Minn. 

| [} Please send free copy of the booklet, “101 Sure-Fire Ways 

| To Sell More Paint Jobs." Additional copies at cost. 

| Please send me information regarding the availability of 
the film "101 Sure-Fire Ways To Sell More Paint Jobs.” 


Send to: 


enemas anes en aneses wo eee and 


ne | 
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\ Over 6,000 dealers through- 
out America are keeping 
twelve “‘Life-Time” gate fac- 
tories busy meeting their de 
mands. Outdoor displays like 
the one pictured above really 
SELL gates and increase cus- 
tomer traffic. 














‘w= ALPROOCO } 


”*|LIFE-TIME GATES 











> y Now—is the time for you to Swing 
into easy sales with Life-Time gates 
that last a life time... . Beautiful, 
Light, Strong, maintenance free 
gates that never sag or warp. Made 
of tempered aircraft Aluminum or 
galvanized Spring Steel in sizes 
from 4 to 16 feet, 5 or 6 panel. 


onwreowuwrt wn 
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For the BEST gates EVER BUILT ...and the CHEAPEST to OWN 
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Contact the nearest fac- 
tory listed below and 
get a stock of “Life- 
Time” gates rolling your 
way. Free advertising 
mats and envelope stuf- 
fers to help you sell. 


FACTORY LOCATIONS 


. ALPRODCO, INC., Mineral Wells, Texas 

. ALPRODCO, INC., Kempton, Indiana 

. ALPRODCO, INC., Dublin, Georgia 

. ARMSTRONG PRODUCTS, INC., Ontario, Cal. 
. ATLANTIC ALUMINUM (0., Waynesboro, Va. 
. CARTWRIGHT CO., Coilierville, Tenn. 

. DERINC INDUSTRIES, Scappoose, Ore. 

. HENRY FIELDS €0., Shenandoah, lowa 

. HENRY FIELDS (0., Yankton, S. Dakota 

. WAYSIDE INDUSTRIES, Mentor, Ohio 

. MARSHALL (0., 4747 W. Colfax, Denver, Colo. 
_ MARSHALL (0., Arlington, Nebraska 
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just look 
what MEDCO 


lumber offers 


MEDCO lumber has everything that 
good lumber should have. Fine texture 
that comes only from fine quality, alti- 
tude grown timber. Precision manufac- 
ture that is the result of excellent 
equipment and skilled machine opera- 
tors. Scientific kiln drying that is a 
combination of modern kilns and proper 
kiln operation. 


Accurate grades—all MEDCO lumber is 
graded and re-qraded three to five times 
to insure uniformity of quality and 
standards. 


All in all—there is no finer lumber than 
MEDCO brand. The MEDCO name on 
a piece of lumber is your assurance of 
quality and satisfaction. 


Buy MEDCO lumber with confi- 
dence. Write for the name of the 
MEDCO representative in your 
area. 
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MEDCO IS A FIVE SPECIES SHIPPER 

Here are some sample MEDCO items— 
STRAIGHT OR MIXED CARS: 
OLD GROWTH DOUGLAS FiR: 

Kiln Dried Flooring, Siding, Finish and Mouldings 

Kiln Dried 5/4, 6/4, 8/4, 12/4, 16/4 Industrial Clears 

Unseasoned Boards—S/L & CM 

Unseasoned Dimension—2x3 to 2x16 

Unseasoned 4x4, 4x6—Small and Large Timbers 
WHITE FiR: 

Kiln Dried Boards—S/lt & CM 

Klin Dried Dimension—2x3 to 2x12 
PONDEROSA PINE: 

Kiln Dried Finish and Mouldings 

Kiln Dried 4/4, 5/4, 6/4, 8/4 Selects 

Kiln Dried Shop and Factory Lumber 

Kiln Dried 4/4, 6/4 Commons 

Kiln Dried Knotty Pine Panelling 
SUGAR PINE: 

Kiln Dried Finish 

Kiln Dried 4/4 to 16/4 Industrial Shop, Selects and 

Pattern Lumber 

INCENSE CEDAR: 

Kiln Dried 4/4 Finish 

Kiln Dried Panelling 

Kiln Dried Boards—S4S-S/L-CM 
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Flush doors that Stay Sold! 


Here’s the flush door with the gilt-edged 
reputation that means extra sales and no 
“come-backs’’—for Curtis dealers! It’s the 
Curtis New Londoner hollow-core flush 
door— with the patented all-wood inter- 
locking core and sealed construction that 
eliminate warping and sagging. Beautiful 
face panels in matched-grain native woods. 
The Curtis New Londoner meets today’s 
demand for flush door quality. Also avail- 
able, Curtis Plyoneer hollow-core flush 
doors—same sturdy construction, except 
that face panels are not matched for color 
or grain. 





teams New Curtis Doors for Every Style Home 


door— Design C-3303 


Stunning new entrance 
door — Curtis No. C-1032 


Curtis dealers are cashing-in on today’s demand for distinctive new 
door styles with the wide variety of Curtis interior and exterior 
doors, which fit every architectural style of home. These 
smooth-surfaced paneled and flush doors are easily decorated in 

the colors of the owner’s choice—satisfying today’s trend for 

more color in the home, or the soft natural finishes. 

Through years of consistent advertising and promotion, Curtis has 
built customer acceptance second to none in the woodwork field. 

No wonder it’s easier to sell Curtis Woodwork than to sell against it. 


CURTIS COMPANIES SERVICE BUREAU 


Clinton, lowa 
A Department of Curtis Companies Incorporated 


One of several new l 8 6 i) 

Dutch doors —C-1273 
Clinton, la. © Wausau, Wis. © Chicago, Ill* 
Sioux City, la. e Lincoln, Nebr. © Topeka, Kan. 


Resse Minneapolis, Minn. @¢ New London, Wis. 
“Curtis New Londoner" Ww 0 Oo D Ww e] R Lf 
hollow-core flush door. 
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i WANSFi€LD 
HARDWOOD LUABER CO. 


OF TEXAS 


LONGVIEW. TEX 
Phose 6046 


4 Powerful Reasons Why 


CHEVROLET ‘sx TRUCKS 


will save money 
on your job... 


EXTRA THRIFTY POWER! The improved Loadmaster engine in 
heavy-duty models has new high-compression ratio (7.1 to 1) to 
squeeze more power ... more work out of every drop of fuel. In 
light- and medium-duty models, Chevrolet's advanced Thrift- 
master engine delivers top-notch operating economy. Both give 
you the extra-long life and day-in, day-out dependability for which 
Chevrolet valve-in-head truck engines are famous. 


ENGINEERED FOR THE JOB! Whatever you haul... wherever you 
haul it, your Chevrolet truck will be factory-matched to fit your 
requirements. That means you get the right power and the right 
chassis units throughout—tires, axles, springs and clutch—to suit 
your roads and loads. It means a truck that will do your job more 
easily ... more efficiently. 


MORE RUGGEDLY BUILT! New Chevrolet trucks are stronger and 
sturdier than ever before. Frames, for example, are heavier and 
more rigid. This extra, built-in stamina means miles added to truck 
life and dollars subtracted from upkeep costs! Another important 
“plus” you get with Chevrolet trucks! 


AND THEY LIST FOR LESS! No other truck offers all of Chevrolet's 
advance-design features . ail of Chevrolet's money-saving 
advantages. Yet Chevrolet is the lowest priced truck line of all! 
See your Chevrolet Dealer. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
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CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


TWO GREAT VALVE-IN-HEAD ENGINES— 
the Loadmaster or the Thriftmaster—to 
give you greater power per gallon, lower 
cost per load, POWER-JET CARBURETOR— 
for smooth, quick acceleration response. 
DIAPHRAGM SPRING CLUTCH — for easy- 
action engagement. SYNCHRO-MESH 
TRANSMISSION—for fast, smooth shift- 
ing. HYPOID REAR AXLE—for dependa- 
bility and long life. TORQUE-ACTION 
BRAKES—on light-duty and medium-duty 
models and on front of heavy-duty models, 
TWIN-ACTION REAR BRAKES —on heavy-duty 
models. DUAL-SHOE PARKING BRAKE—for 
greater holding ability on heavy-duty 
models. CAB SEAT—with double deck 
springs for complete riding comfort. 
VENTIPANES —for improved cab ventila- 
tion. WIDE-BASE WHEELS—for increased 
tire mileage. BALL-GEAR STEERING —for 
easier handling. UNIT-DESIGNED BODIES — 
for greater load protection. ADVANCE- 
DESIGN STYLING—for increased comfort 
and modern appearance. 


(ty, a, 
in demand 4) 
in value 
in sales 
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Ball Lumber and Supply Co., St. Louis, discovers... 


How project tie-in 
‘do it yourself’ 





More sales opportunities than meet the eye when you're supplying 
a project builder. Here, dealer Bill Brooks discusses new units with 
assistant project manager, Bill Erker and project manager, Bob Cham- 
berlain. Each buyer of a San Fernando Hills home is shown Brook’s 
model amusement room. Each buyer receives a direct mail follow-up 
promoting expansion jobs and garages. If you’re now supplying a 
project builder, don’t stop there. Follow up. Sell his buyers too! 





builds extra 
business 


Bill Brooks didn’t stop with supplying C. F. Vatter- 
ott & Co. with materials for their San Fernando 
Hills project. He reasoned that the buyers of these 
project homes were prime prospects too. Here’s how 
he’s developing profitable ‘‘do it yourself’’ business 
from these space-hungry homeowners. 


Bill Brooks, manager 


t 


es INSULITE DIVISION, 


Ball Lumber & Supply 


I M 


Amusement room in model home. 
With the cooperation of the builder, Bill 
Brooks set up this amusement room in 
one of the project model homes. Insulite’s 
economical Lusterlite tileboard and Dura- 
lite plank make it possible for Brooks to 
offer entire material package (including 
framing lumber, nails, etc.) for $366! 


It will pay you to sell 


INSULITE 


Made of hardy Northern wood _ Tt 


Minnesota and Ontario Paper Company 
Minneapolis 2, Minnesota 


Prime prospects for garages. Brooks How to build “‘do-it-yourself’’ sales. 
capitalizes on the lack of a garage by Insulite products are ideal for the home- 
mailing Insulite’s big, easy-to-read Garage owner market since they're economical, 
Folder to each new homeowner. (See your easy to apply. These two portfolios con- 
Insulite representative for details.) Insu- tain practical step by step guides and 
lite’s Bildrite and Graylite sheathing make specific selling aids and suggestions for 
it easy for homeowner to do his own work developing this profitable market. Mail 
..» provide extra insulation, strength. the coupon below for complete package. 


Build Profitable ‘‘Do-It-Yourself’’ Business. 
Free portfolios show how. Mail coupon today! 


INSULITE AL-8 


Minneapolis 2, Minnesota 


Please send me your Insulite Portfolios with plans 
and aids for developing the ‘do-it-yourself’ market. 


Name 
Firm 


Address 
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Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manufactured Appalachian Hardwoods, Consult them on your next hardwood requirements. 


*M. E. Crisp Lbr. Co Welch, W. Va. 
West Virginia and Kentucky palachian Hardwoods, Oak, 


A 
Poplar, Beech, Maple, Ash, Hickory Chestnut and other 
hardwoods. All facilities. 


*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Bemis Hardwood Lbr. Co... .Robbinsville, N. C. 


Hemlock, Hardwoods, Flooring, Dimension 


D. D. Brown Elkins, W. Va. 
Established 1880 


Mirs. Band and Circular Sawn West Virginia Appalachian 
Hardwoods—Kiln-Drying and Planing Mill Facilities. 


*Christian Lumber Co Monticello, Ky. 


Appalachian Hardwoods Exclusively 
Shipping Point: Burnside, Kentucky 


The M. B. Farrin Lbr. Co Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods 
“Century” Oak and Maple Flooring 


*Wood-Mosaic Co., Louisville, Ky. 


“Parkay” Ready-Finished Hardwood Flooring, Lumber, 
Veneers, Dimension 


*McCracken & McCall, Inc Lexington, Ky. 


Appalachian Hardwoods POPLAR BEVEL SIDING 
Band Saw and Planing Mill at Flat Lick, Ky. 


*Mowbray & Robinson Lbr. Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. 
Complete Line of Appalachian Hardwoods. Maple 
and Oak Flooring 


*J. P. Hamer Lbr. Co Kenova, W. Va. 
Manufacturers 


Appalachian Hardwood Lumber 


*The Mower Lbr. Co Charleston, W. Va. 

West Virginia Hardwoods, Flooring and Glued-u 

Dry Kiln and Planing Mill facilities. Mills: Cass, Mall 
Durbin, Coleurd and Pettus, W. Va. 


Dimension. 
en, Dailey, 


Always Specify 
Appalachian Hardwoods 


® Member Appalachian Hardwood Manufacturers, Inc. 
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Where on this map 





The shaded areas are where Country Gentleman from—the Post will sell your best city customers 
carries advertising into more homes than The ... you need advertising in Country Gentleman to 
Saturday Evening Post . . . 2,162 counties (of the sell your best rural customers. 


3,071 U. S. total) where Country Gentleman cir- 
as — a . SO REMEMBER: When a manufacturer says “‘li's advertised 


in Country Gentleman”, he is giving you important sell- 
ing support in a lot of homes no other kind of magazine 
Gentleman has more circulation than any weekly, reaches—the prosperous rural homes right in your own 
women’s or home service magazine! local trading area! 


culation is greater than Post circulation. 


In fact, in nearly 2 out of 3 counties, Country 


In all counties—-wherever your business comes A CURTIS PUBLICATION 





CIRCULATION NOW OVER 2,500,000 


Buitpinc Propucts MERCHANDISER 





the dealer’s salesman said: 
“TRINITY WHITE 
would look good on 


that job...” 











TRINITY WHITE iy 


TRINITY WHITE 7 Pople like white ... just for the same 


reason your wife likes white household 


— linens ... or you like a white shirt. 
TR INIT Y Wit © / And it’s the same way with Trinity White 


~the whitest white cement. And by far 


7 E - the best cement for color jobs. * So put 

TRINITY Wl in a stock of Trinity White and suggest 
it to householders, builders, contractors 
—it won't stay in stock very long! « 
Trinity White is a true portland 
cement. It meets all Federal and ASTM 
specifications. * Let Trinity White 
build sales and profits for you. Widely 
advertised to architects, contractors 


and the building trades for many years! 


- 


Meets all Federal and 


A.S.T.M. specifications 


A Product of GENERAL PORTLAND CEMENT CO. @ Chicago ® Dallas © Chattanooga © Tampa ® Los Angeles 
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EDITORIAL 


Incentive Plans Increase Dealer Profits 


American Lumberman Survey Reveals that Two Out of Every 


Three Dealers Uses One or More Forms of Incentive Compensation 


[his ts the second of two editorials on this subject. 


The basic principles of incentive compensation 
are (1) to know, or be able to measure, “stand- 
ard” or “average” performance for a given job at 
a given salary, wage or drawing account; and 
(2) to reward above-average performance with 
some form of additional compensation. 

Many companies in American business use up 
to a half dozen or more types of additional com- 
pensation as incentives to the individual and 
groups of employes. 

Here are ten productive types, any combination 
of which may secure improved prices, sales vol- 
ume, and profits, as well as reduced expenses! 

1. The basic wage or drawing account for the 
job — to be increased through merit raises, as the 
employe develops, in the case of non-union em- 
ployes, and through union negotiations when such 
are involved. 

A basically sound compensation plan is neces- 
sary. There is no substitute for adequate basic 
pay; neither contests nor honor awards can take 
its place However, with full employment, and the 
trend to shorter hours in recent years, this sim- 
ple form of compensation has frequently proved 
inadequate to get the most and the best out of 
workers. 

Reasonably efficient sales management is a 
second prerequisite for the successful use of sales 
contests and honor awards. 

2. The beyond-wage bonus for beyond-stand- 
ard individual production where the individual’s 
job can be measured and standards or quotas es- 
tablished. This type of incentive can be used for 
production, administration, yard and office em- 
ployes as well as salesmen. 

3. The group or team bonus for beyond stand- 
ard teamwork where the work of the group can 
be measured and that of the individual making 
up the team cannot. In wood work shops this 
has upped production as much as 30%. 

4. The “spurt” or “special objective” bonus 
where a temporary drive is needed. 

A contest coupled with honor awards may cure 
a temporary or seasonal slump. Contests when 
set up so that the average man believes he has 
a chance to win, open his mind and broaden his 
vision. 

5. The merchandise or trip prize where the 
worker’s family attitudes are important. The 
wife and children won’t object to after hours’ 
work if dad brings home that television set, dish- 
washer, etc. (Incidentally premium houses that 
supply merchandise prizes will make this type 
of bonus dollar do 50% more work than cash.) 

6. The Christmas or year-end bonus. given 


ButtpInc Propucrs MERCHANDISER 


gratuitously at the end of a good year. Where 
this bonus amounts to $100 or more in an indi- 
vidual’s case, it is suggested that common stock 
in a company listed on an exchange be given. 
70% of employes receiving such stock keep it, 
and when dividend checks and company reports, 
ete., come in, there is no better way to sell the 
free enterprise system. 

7. Suggestion systems. Prizes for suggestions 
may run from $5 up when used. Suggestions 
may cover ways: to reduce cost, to improve serv- 
ices, to increase sales, to save equipment, to bet- 
ter advertising, for better customer relations, etc. 

8. Fringe benefits such as sickness accident 
and life insurance, paid vacations, medical check- 
ips, material disounts, etc. 

Most state and regional dealer associations now 
have low cost plans to implement this form of 
incentive. 

9. Profit-sharing. The Profit Sharing Council 
of American Industries, Akron, Ohio, has an in- 
teresting formula: 100 25 — 150. In other 
words, for every $100 of net profit made, if $25 
is shared with employes, they make $150 for the 
company the following year. 

Where a company is in excess profit brackets, 
with existing tax laws, this may not be a great 
gamble. A few lumber dealers who have tried it 
are finding this formula works. American Lum- 
berman is running a series of case histories on 
profit-sharing because of the vital importance 
of this subject. 

10. Mental and emotion wages which are sup- 
plemental to cash and prize incentives. Honor 
awards and recognition are effective when used in 
conjunction with material prizes. They are so 
inexpensive that they offer very attractive re- 
turns for the time and effort. 

Employers who demonstrate sincere interest 
in their individual employe’s welfare by going 
out of their way to praise good work, by frequert 
consultation, by educational programs and such 
morale building techniques, soon discover that 
these intangible incentives have a big part to 
play in getting increased productivity from man- 
power in their own interests as well as that of 
the company. 

This adds up to the conclusion that incentives 
deserve the most serious consideration of dealer 
management seeking satisfactory profits. 

Finally, where an incentive plan is used, em- 
ployes must be made to understand that thése 
are not gifts or paternalism but mutually bene- 
ficial business strategies and that improved team 
performance is expected. 


..... Art Hood 





COVER: THE HOUSE DOCTOR al- 


ways participates in local parades 





HOUSE DOCTOR INSIGNIA on trucks is seen by 


Sp A ee = 
eS 


hundreds of people daily 


House Doctor Has Many Profitable Patients 


Homeowners by the score keep Al Carr’s ‘‘doctors”’ 
y 


on the run in Ponca City, Okla. 


Here’s how Al gets his 


“patients” and keeps them coming back. 





Come, Doctor—Quick 


“Many people take our house 
doctor service literally,” says 
Al Carr. “We are always re- 
ceiving calls to rush out and 
release children and _ invalids 
from locked bedrooms and bath- 
rooms. We always do this free 
of charge. It builds good will 
and often brings us a lifetime 
customer 


“Of course our supply of 
available doctors sometimes be- 
comes acute at these times. 
The general public has come to 
expect immediate service when 
it calls the doctor—and emer- 
gency calls for our ‘doctor’ 
are no exception.” 











“Since our ‘house doctor’ home 
repair and remodeling service got 
rolling, calls for first aid for homes 
have been pouring in at the rate 
of 5 to 15 per day,” says Al Carr, 
ower ot the Al Carr Lumber Co., 
Ponea City, Okla. 
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“Our home repair service is 
strictly in a seller’s market with 
95% of it out of competition,” says 
this aggressive Oklahoma dealer. 
His house doctor plan uses the ser- 
vices of a local, independent con- 
tractor. House-doctor calls keep 
from 4 to 14 building mechanics 
on the job the year ‘round in this 
city of 20,000. 

“Our business is out of competi- 
tion,” says Carr, “because not all 
of our independent contractors are 
interested in small home repair and 
remodeling jobs. We steer these 
house doctor jobs to the smaller 
contractors who are interested and 
these men make excellent profits 
on them. Percentagewise, my lum- 
ber yard makes a much better prof- 
it on these jobs because—unlike a 
new house job people are not 
shopping around for price. Our 
customers realize they are getting 
a special service and the PROJECT 
and NOT THE PRICE is what in- 
terests them” he says. 

“T have found that if our sales- 


men or advertising can create in 
the housewife a desire for home 
improvements then in very few 
sases do we ever have to sell the 
husband,” Carr declares. 

He says the house doctor serv- 
ice gives the average housewife 
some place to turn to when she 
wants things like new shelves in 
the kitchen, stairs for the front 
porch or an extra room in the 
attic. The woman would not call 
an architect for such jobs and she 
may know no carpenters or con- 
tractors but the house doctor 
service fills the bill perfectly. 

“The housewife with such a 
nroblem,” says Carr, “calls our of- 
fice and tells us her problem. We 
take her name, address, telephone 
number and as much detailed in- 
formation as possible on the job 
she wants done. This helps our 
house doctor to have the correct 
tools and materials when he makes 
the call which in turn helps him 
do a better job of selling the 
housewife.” 


A-1 Service and Materials 
On every call the firm uses the 
best of materials and insists on 
top-flight workmanship. Both 
points help sell future jobs not 
only for former customers but for 
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many neighbor women who see the 
completed project and decide they 
need a call from the house doctor, 
too. 

“With the house doctor set-up,” 
says Carr, “we are selling more 
better grade materials AND get- 
ting paid for the extra services of 
installing them. For example, by 
advertising a new-type screening 
that serves as a shade and awnirg 
insect-proofs the home and re- 
mains rust-resistant, we created 
interest in the product. Now we 
sell more of the new-type screen- 
ing installed than the conventional! 
screening. This means the differ- 
ence between $4.56 and $13.68 ir 
profits on a five-room house job.” 

Recently Carr received a_ call 
from a local sportsmen’s club that 
was about to receive a shipment 
of 400 quail. The president of the 
club wanted Carr to come out and 
inspect the club’s crumbling coops 
and find out what they needed for 
repairs. 

“We made a nice profit on mate- 
rials and the contractor did all 
right, too.” 


Customers Are Pre-sold 

“When calls come in by tele- 
phone for the house doctor, serv- 
ice,’ says Carr, ‘“‘the customer is 
about half sold when he calls you. 
The wife and husband have already 
talked their problem over and they 
are in accord. Such customers cer- 
tainly do not require a super-sales- 
man the sales are practically 
pushovers.” 

The Oklahoma dealer points out 
that much of the success of the 
house doctor plan is in the person- 
nel on the job. The men must be 
well informed on all phases of 
building and remodeling problems, 
tools and materials. Also, thev 
MUST have a pleasing personality, 
be clean and neat and use reason- 
ably good English. Courtesy is 
important. And above all, they 
should be capable of making a cus- 
tomer feel that the CUSTOMER'S 
current job is the most important 
project he has. 

The house doctor can really 
mushroom sales if he is observant 
and tactful. An experienced man 
can easily size up a house for 
needed repairs when he is in the 
house for the first call. First the 
house doctor must concentrate on 
the job he was called to do. Then, 
during and after the job he can 
use suggestive selling for items 
like screens, new roof, painting or 
whatever the home might need. 
But, the salesman-house doctor 


(Continued on page 28) 
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EXTRA ROOM 
over the garage 
was added by the 
house doctor. 


$3,800 job includ- 
ed tornado cellar, 
boy’s bedroom and 
new breakfast 
nook, 


$4,000 REMOD 
ELING job includ- 
ed two bedrooms, 
screened-in porch 
and fireplace. 


CALL for new 
roof led to com- 
bination screen 
and storm doors, 
window calking. 


SALE STARTED 
with single ga- 
rage, led to com- 
plete ($38,850) re 
modeling job. 





HOUSE DOCTOR 
(begins on page 26) 





must be able to gauge the cus- 
tomer so he does not “force” ex- 
tra jobs. 


“Package,” Not Price 

Carr emphasizes that price is 
rarely mentioned by customers who 
are explaining to a repair man 
what they want done. The firm 
never mentions prices in any of its 
advertising because the vast ma- 
jority of remodeling and repair 
jobs are totally unrelated as to 
cost. Absence of price quotations 
in advertising leaves the house doc- 
tor on a call with free hands to 
make quotations without being 
shown advertising from other 
sources which names a price for 
a similar job. 

Making it easy for the home- 
owner to purchase repair and re- 
modeling jobs, the Carr company 
handles FHA Title I loans through 
any of four local lending agencies. 
About half of the firm’s business 
is processed through open-end type 
mortgages which gives customers 
alternate financing plans. 

In all advertising the Al Carr 
Lumber Co. uses a humorous car- 
toon character attired like a doc- 
tor. The doctor is usually per- 
forming some first-aid service for 
a home. Carr points out that G. R. 
(Dick) Seidlitz, president and gen- 
eral manager of the Seidlitz Paint 
and Varnish Co., was instrumental 
in creating the cartoon character 
and helped devise the complete ad- 
vertising and promotional kit used 
to sell house doctor services. 


Uses All Advertising Media 

The advertising for the home re- 
pair and remodeling service util- 
izes newspapers, radio, movie 
shorts, direct mail, hand bills, de- 
cals, envelope inserts, window 
streamers and display placards. 

“As a further advertisement,” 
says Carr, “we keep our trucks 
waxed and polished more than 
most people do their automobiles. 
On each side of the trucks we 
have large drawings of the cartoon 
house doctor. We always furnish 
our trucks for platforms for pub- 
lic speakers, celebrations and pa- 
rades which is both good public 
relations and advertising. Last 
year we were fortunate to receive 
one of the two public relations 
awards made by the NRLDA in 
Oklahoma. 


To help promote its house doc- 
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ARE YOU SUFFERING FROM... 


Roo ATISM 


ROOM A TISM is coused by cramped querters 
W yew ore ng vee — ae 
wt Sunes te pre, Portas, € 
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CORRECTION FOR ROOM-A-TISM 
is offered in this ad, which empha- 
sizes FHA financing 


tor service, the Al Carr Lumber 
Co. sponsors broadcasts of sports 
events of the local high school. 
Here’s a sample of the firm’s radio 
spot announcements: 
Loud voice: Attention! The 
house doctor is wanted for emer- 
gency repairs! 


Local Announcer: You hear 
a lot about the house doctor and 
the reason is he’s a mighty pop- 
ular guy. The Al Carr Lumber 
Company .. . is the home of the 
house doctor. He’s really a gen- 
eral practitioner .. the house 
doctor will repair the back steps 
or house screens . . . rebuild the 
kitchen cabinets ... add a room 

. convert the basement into 
a den or playroom. Regardless 
of your job whether it’s 
large or small... the house doc- 
tor is your man. He’s highly 
skilled and qualified . . . quick, 
efficient . . . and greatly impor- 
tant ... economical! Let a word 
to the wise be sufficient . . 
gentlemen ... when the little 
lady is putting on the pressure 
to get some job completed 
around the house . . . just tell 
her to call the house doctor at 
the Al Carr Lumber Company. 
That phone number is 5-5519. 


Homeowner is Not Only Source 

“Although most of our adver- 
tising is beamed at the home- 
owners,” says Carr, “there are oth- 


er sources for business including 
property management and _ insur- 
ance adjusting firms. Recently one 
of our house-doctor contractors 
spent one day with a local insur- 
ance adjuster and he picked up 
nine jobs—all of them windstorm 
damage—without meeting a bit of 
competition. Not counting mate- 
rials involved, the house doctor 
made $50 in one day while two of 
his carpenters were at work else- 
where making more money and 
using more materials from the 
Carr Lumber Co.” 

Carr observed, “Another good 
feature of the house doctor plan 
is that it is definitely a thorn in 
the side of the itinerant applica- 
tors who roam the country. Be- 
cause the house doctor is a home 
man in the first place, the adver- 
tising for his services is by a 
reputable local firm that is known 
for honest dealing and integrity. 
Also, the house doctor can consis- 
tently do a better job than an ap- 
plicator for much less money. 

“In one specific instance, an ap- 
plicator was trying to get a job on 
asbestos siding for $38 per square 
Our house doctor told the casto 
mer he could do a better job for 
$20 to $22 per square. The house- 
doctor saved the customer about 
$224 on a 14-square siding job 
and acquired a customer for us for 
life. 

“The house doctor brings the 
jobs usually stolen by these fly-by- 
nights back to the retail lumber 
dealer where they belong,’”’ Carr 
concluded. 








There’s a Good Profit in Paneling 


Both new and remodeled homes 
and commercial jobs offer a wide mar- 
ket in this field. See how one dealer 
goes after this business. You'll get 
more than one good idea by reading 
this article in the Fall and Winter 
Merchandising Issue, Sept. 7. 
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Trews Big Protit Ahead when. 








Advertising in your local 
newspaper, promoting you, 





o_O) /- - 
tu This attractive premium &) Point of Sale material 


to be given to your “Do It including counter display, 
Yourself’ customers 








your firm and AFCO. ’ instruction books and mail 
yo \ J pieces. 








Now you have something to attract the ‘Do It Yourself’ 


ot 


customer —and it 


doesn’t cost you a thing. AFCO furnishes everything, and you will profit by the 
sale of AFCO products and other building supplies. The ‘Do It Yourself’ market 
is a big one — and here is your opportunity to get your share of its profits. Don’t 


Delay! Be the first in your area with this customer-pulling promotion. For further 
details, use the coupon below. 
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- itantest tat panera taen tenet pier aes Sa Oe Hee 


A GF TILEBOARD CO., INC. “Do It Yourself Dept.” 
8 Alexandria, Louisiana Room 101 


Please send me details on your “Do It Yourself’ program, with- 
out obligation. 


Nome. Title ___ 
Company 

Address 

City 





WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up” for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, resources, 
manufacturing and shipping facilities and oa 
thorough understanding of buyer's require- 
ments, the leading Western Wholesalers below 
can help you take the worry out of your lum- 
ber buying. Tell them your needs. Let them 


supply your complete requirements 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 


SPOKANE - - ~- WASHINGTON 
Our 32nd Year 


Enks --% = en LER TT Bee crore ie 
‘wy : - 
Oe 3 / 
a Q ’ / 
Learns, 


_ wad 
564 Market St., San Francisco 4, Collif. 


Joseph A. Adair Lumber Co. 
520 S. W. Sixth Avenue 
Portland 4, Oregon 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Nat'l Bk. Bldg., Spokane 8, Wash. 
PINE SPECIALISTS 

Teletype SP-175 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 











TEmple 1448 





Duncan Lumber Co., Inc. 
818 Securities Bldg, Seattle 1, Wash. 
Specializing In Fir Gutter, afl sizes and patterns 


Morrill & Sturgeon monstune 


Lumber Co. a 
YEON BLDG., PORTLAND, ORE. 








NORTH PACIFIC LUMBER CO. 
Only The Best Northwest Lumber 
P. ©. Box 7764, Portland 3, Ore. 
Phone: Murdock 2126 Teletype PD 570 
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JOHN R. ZENGLER checks a document before a broadcast. 
produces anti-communist programs on 


Zengler’s group 


three radio stations 


Lumberman Fights Communism 


John R. Zengler, De- 
Ville Lumber Co., Canton, 
Ohio, won national recogni- 
tion for his fight against sub- 
versive groups. 


Fighting communism and mer- 
chandising Americanism occupies 
all of the free time of John R. 
(Jack) Zengler, office and credit 
manager of the DeVille Lumber 
Co., Canton, Ohio. 

Three years ago when the FBI 
reported that communist member- 
ship was on the increase in Ohio, 
Zengler declared war on Red and 
other subversive groups that are 
attempting to undermine the Amer- 
ican way of life. He decided that 
to be really successful, any pro- 
gram that fought anti-American- 
ism must also promote American- 
ism. 

Proof that the communists are 
being hurt by Zengler’s fighting 
campaign and educational program 
is evidenced by the fact that he 
and members of his group are of- 
ten subjects of threats, smear and 
whispering campaigns and anony- 
mous calls offering to buy them 
off. 

Under auspices of the Howard 
D. Miller Post No. 436 of the 
American Legion, of Greentown. 
Ohio, Zengler organized and be- 
came president of the Keep Amer- 
ica Free Council. Much of what the 
Council has accomplished in work- 
ing with numerous public and pri- 
vate undercover agencies to beat 
the Red threat must remain secret. 

Now composed of 55 members, 
the Council collects data on com- 
munists and communist-front or- 


ganizations and periodically ex- 
poses them to public scrutiny 
through the radio and press. 

Lack of funds limits work of the 
Council to a statewide basis. But 
the group has furnished valuable 
information on commies to civilian 
intelligence agencies and many 
others. At the request of schools, 
churches and other groups, the 
Council will give “readings” on 
persons in question as to loyalty. 

The Council never releases a 
“flimsy” report; all information re- 
leased on persons or organizations 
is proven fact or it remains in the 
Council’s files. The Council gath- 
ers additional information from 
Congressional testimony, the Daily 
Worker, other communist publica- 
tions and numerous other sources. 

The Council conducts Ameri- 
canism meetings and promotions, 
uses three radio stations for edu- 
cational programs and distributes 
newspaper articles and literature 
promoting the American system. 

Freedoms Foundation, national 
patriotic organization of Valley 
Forge, Penna., awarded its famous 
George Washington Honor Medal 
to the Council ‘for achievement in 
bringing about a _ better under- 
standing of the American way of 
life.”’ 

Zengler has written a book en- 
tilled: “United Electrical, Radio 
and Machine Workers of America 

Labor Arm of the Communist 
Party?’ The book was listed in 
the Congressional Record by the 
former senator, now vice-president 
Richard Nixon as recommended 
anti-communist reading. FExpos- 
ing communism in the UF, the 
book was directly instrumental in 
having the UE tossed out of sev- 
eral factories by union members 
in Ohio and Pennsylvania. 
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-eWITH ONE EFFORT! 








You get two profits with just one effort when you 


sell Thermopane* insulating glass. 


One profit represents the glass you sell for the 
primary window now ... the other, the storm sash 


you might sell later. For Thermopane is insulated 


glazing. 


More and more Thermopane is going into less ex- 


pensive homes in every window of the home, 


Thermopane offers the comfort, convenience and 


economy that these home buyers really want. 


For years, Thermopane’s advantages have 


More 


been 
3,000,000 units 


Shermo 


INSULATING 


nationally advertised. than 


GLASS 
Other L-O-F Products: Plate Glass * W 
Tuf-flex* 


Window Glass * Safety Glass 


Tempered Plate Glass * Vitrolite* Glass Paneling 
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Thermopane insulating glass are already in use. 
sell 


carrying an inventory. 


You can Thermopane without necessarily 


Over 90 standard sizes are 
available quickly through your L’O-F Distributor, 
New sales-proven selling aids will help you get 


more window dollars. Dealers in north central 


states have used them with great success. 


Start your 7hermopane program now, and begin 
“ringing up two profits” 


Write or 
L:O-F 


Two Pones of Glass 





phone your Blanket of dry oir 


insulates window 





Distributor, or 


Bondermetic (metat- 
to-gloss) Seal* keeps 
air dry and clean 


mail the coupon today. 


Se ee ee 


Libbey-Owens-Ford Glass Co. 
583 Nicholas Bldg., Toledo 3, Ohio 


I'd like the complete story on “two-profit” Thermopane 


(Please Print) 





2nd in a series on truck maintenance, routing and driver training 


GREASE BARREL DOOR TO HOSE REEL 


COMPARTMENT COMPARTMENT PARTITION 
FILLER CAP 


PIPE HAND RAIL 


STORAGE 
2a’ BINS 
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SPARE BATTERY a. 
OIL BARREL SITS ON BUMPER 
MEASURE COMPARTMENT THIS SHELF wi) 
COMPARTMENT 


PARTS BINS 
RIGHT SIDE MOE aELr 6 LEFT SIDE 


CUTAWAY SECTION SHOWS DETAILS of construction of sheet metal storage bins which hold every type of repair 
and maintenance equipment for garage-on-wheels 


Garage-on-wheels Cuts Maintenance Costs 





SHOT OF GREASE goes to the lift 
truck direct from curbstone garage. 
This special service saved the fork 
lift a trip to the regular garage. 


special permission of SCIENCE AND MECHANICS 
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LUBRICANTS AND MAINTENANCE EQUIPMENT are departmentalized in the side 
walls of the truck. Compartment door drops down to form a handy shelf. 


Specially- equipped truck services 
California dealer’s vehicles in six yards, sav- 
ing hundreds of hours in time-consuming 
layups. 


One way to cut truck maintenance costs, the E. K. 
Wood Lumber Co., Los Angeles, Calif., has discovered 
is with a traveling truck-garage equipped with tools, 
air hose, grease guns, spare parts and other truck 
service needs. 

Dick Smith, superintendent of maintenance, con- 
ceived a “curbstone garage’’ which shuttles among 
the firm’s six branch yards to eliminate the expense 
of calling vehicles into a central garage. Frequent 
servicing allowed by the mobile unit saves time and 
money by keeping vehicles at work longer without 
costly repair and service lay-offs. 

The basic truck used for the mobile garage is a 
six-wheel 1951 model. Side walls above the truck 
bed are constructed of sheet metal to form bins for 
tools, spare parts, grease cans, etc. Metal flap-doors 
close up over the bins when not in use. 

The center of the metal truck floor in the rear is 
fitted with a vise and makes a handy on-the-job work- 
bench. Floor of the bed nearest the cab serves as a 
mount for a 40-cubic-foot air compressor. Operating 
at 140 pounds, the compressor takes power from the 
truck’s transmission via four V-belt drives. Attached 
to an associated air storage tank (12”x44”), it oper- 
ates the air and grease hoses. Two grease drums- 
each holding 130 pounds — are mounted near the 
grease-hose reels, also located in the side walls of 
the truck. 

Smith says the investment of a few thousand dol- 
lars in the service truck is paying off time and again 
in lower truck maintenance costs. 
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TRUCK BED BECOMES A WORK BENCH complete with 
Air compressor near the cab operates off trans- 
mission, runs air and grease hoses. 


F 
_~ 
; ig zs ’ 
i*® Ad 
GREASE AND AIR are dispensed by means of 
three hose reels. One connects to air; an- 
other to chassis grease drum mounted near 
air compressor; third, to gear grease drum. 
Drums contain 130 pounds of grease each, 
are used until empty, then replaced with 
full drum 





ALCOA 
MEANS 
BUSINESS! 


A complete line with ALL 


the accessories! 
You stock only the sizes and styles 
most popular in your territory .. . 
but your nearby Alcoa Distributor 
carries the rest! It keeps your in- 
ventory at a minimum yet offers 
your customers the complete line. . . 
with all the accessories, Find out 
how you can be an Alcoa Dealer in 
your locale. 

MAIL THIS COUPON TODAY! 


ALUMINUM COMPANY OF AMERICA 
2117-H Alcoa Building 
Pittsburgh 19, Pa. 


Please send me information on the Alcoa 


line of Farm Roofing and Accessories. 


Name 
Company 


Address 


| perience, Alcoa supplies 
| types of help their dealers need and 
want 


Advertisement 


Greenville, E.S. Lati- 
owner of Latimer’s Hardware 
in Greenville, “Alcoa Roofing 
is a money-maker for me because it 
requires no painting ... no upkeep 
of any kind. Alcoa Roofing has in- 
sulating features in both winter 
and summer. This is a great advan- 
tage in selling to a farmer who is 
watching expenses.” And he adds, 
“Alcoa Roofing is a fast mover be- 
cause farmers are trying to mod- 
ernize their farms to meet the 
stride of progress. So, naturally 
they are interested in anything that 
will save them money in upkeep 


S. Carolina 
mer, 


Says, 


2 ROOFING SHEET = 


LONGER LASTING ROOF 


WITH MORE THAN 60 YEARS’ ex- 
all the other 





-application folders, self-mail- 
envelope stuffers, point-of-sale 
displays and catalog sheets. For all 


| ers, 


N500O * OZ2=A0UN 


ROOFING DEALERS LIKE 
E. S. LATIMER REPORT: 


“Alcoa Roofing is a money- 
maker ...a fast mover” 


QUICK REFILL OF STOCKS 
FROM NEARBY DISTRIBUTORS 


Overnight deliveries to practically 
any section of the country are ac- 
complished by Alcoa’s network of 
nearly 100 select distributors. This 
means that, as an Alcoa Dealer, 
you need stock only the fastest 
moving items. “Backroom stocks” 
never build up—yet, you can offer 
your customers a complete line of 
roofing materials ... flash- 
ing, nails, roll valley, ridge roll- 
and all from one source. 


sheet, 


WITH A FULL SCHEDULE in lead- 
ing publications, Alcoa’s national 
advertising for 1953 presells your 
customers. These magazines include 
The Saturday Evening Post, Better 
Homes & Gardens, Country Gentle- 





| the information on how you can be- 

a | come the Alcoa Dealer in your local- 
fal ehag| : n | rok \ity, write: Aluminum Company of 
America, 2117-H Alcoa Building, 
| Pittsburgh 19, Pa. 


man, Successful Farming, Progressive 
Farmer, Capper’s Farmer, Farm 
Quarterly—and a strong program in 
the nation’s top poultry magazines 





ALUMINUM COMPANY OF AMERICA 
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USING APPLICATION 
Weed, Jr., manager of the Kenwood Sup- 
ply Co., Toledo, shows customer W. M. 
Considine, how moldings are used to in- 
stall the plastic laminate. 


MODEL, John 


COUNTER TOP AND SPLASH BOARD in kitchen of Mrs. John Zengler, 
Canton, Ohio, was covered with do-it-yourself plastic laminate 


Homeowners Find Laminate Easy to Install 


Toledo dealers tell sales success 
with plastic surface material, which snaps 


on with moldings, requires no adhesive. 


A do-it-yourself plastic laminate surface that re- 
quires no adhesive or special training to apply has 
doubled sales over glue-on coverings for Toledo, Ohio 
area dealers. 

“Made in 1/10”, beautifully colored sheets, the 
laminate is attached to kitchen counter tops and 
other surfaces with stainless-steel moldings,” says 
John F. Wagner, vice-president of the Davis Ply- 
wood Corp., Ohio jobbers for the product. 

“It has special appeal for the ‘Saturday-afternoon 
carpenter’,” says Wagner, “because the installation 
is as simple as A-B-C. The moldings are nailed to the 
edges of the surface to be covered: then the laminate 
is fitted into the moldings which hold it securely in 
place. Calking is spread into the moldings where a 
water-tight surface is needed. The concave shape of 
the sheets makes the surface material fit snugly when 
it is snanped into place in the mouldings.” 

Regardless of the fact that the majoritv of laminate 
purchasers are homeowners, not one of the six deal- 
ers interviewed by the American Lumberman has 
ever yet been called out to help a do-it-yourself cus- 
tomer with the installation. Yet, the customers have 
used the product for kitchen counter surfaces and 
splashboards, table and stool tops, bathroom walls 
and shower stalls. 

Al Fiegelist, manager of the Maumee (Ohio) Lum- 
ber Co.. says, “The 1/10” thickness of the laminate 
makes it easy for the homeowner to shape with hand 
tools. The sheets are not brittle, so breakage, peeling 
and chipping are eliminated when a do-it-yourself 
customer works with it.”’ 

R. W. Reis, salesman for the Gallant Lumber & Coal 
Co., Toledo, says, ““We put the plastic laminate on our 
billing-counter tops last October. It has received real 
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wear-and-tear. But it looks as good today as it did 
when we applied it. Customers often buy the quan- 
tities they originally had in mind—and then turn 
around and buy some more for other surfaces. The 
laminate comes in a sufficient variety of colors to 
fit any decorating scheme.” 

Robert McGill, salesman for the Lucas County Lum- 
ber Co., Toledo, pointed out, “Our sales of the lam- 
inate have increased every month since the product 
was introduced. The sheets are easy to stock and 
handle. Customers like it especially because of its 
long wearability and the fact that they don’t have 
to bother with messy glue when applying it.” The 
Lucas County Lumber Co. displays entire sheets of 
the laminate in a front window. Sheets are staggered 
so several colors are visible from the street. 

Mrs. John R. Zengler, wife of the office manager of 
the DeVille Lumber Co., Canton, Ohio, had the lamin- 
ate applied as the counter top in the kitchen of their 
new home. She says, “The surface is hard and smooth 
and exceptionally easy to keep clean. I especially like 
it because it will not burn or stain under ordinary 
household use.” 

John W. Weed, dr., manager of the Kenwood Sup- 
ply Co., Toledo, said, “‘The demonstration model makes 
it easy to show a customer how simply the surface 
can be applied. This one ‘gimmick’ is the best sales- 
man for the laminate that we have in the place. The 
laminate makes for a clean-cut handling operation 
and it’s a good profit item.” 

Point of purchase advertising displays include: a 
perforated board on which chips of the laminate and 
descriptive literature are displayed; window stream- 
ers and wall posters; and the demonstration model 
made of plywood and equipped with moldings to show 
actual installations. 

Made in plants in Kalamazoo, Mich., Trenton, N.J 
and St. John, Quebec, the laminate is composed of 
hot-pressure-pressed sheets of resin-impregnated pa- 
per. The concave shape of the sheets is built-in during 
the manufacturing process. 
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customer a door in his 8x12 frame which holds 12 
doors in a live display. jit 

Holes drilled in the bottom of each door allow them if 
to be hinged on 3/16” headless lag screws. A bolt | 
dropped through a *,” hole in the upper frame into 
a hole in the door edge makes it possible to swing i 
doors for demonstration. Two sets of doors (six in a ' 
set) are hinged in the middle of the frame. They can i 
be swung flat against the back when not in use. 





Aerial Photo Master Plan 


For the Genesee Lumber and Coal Company, Ba- 
tavia, N Y., an 8x10 aerial photograph serves as a 
handy means to plan and record improvements in the 
firm’s yard and buildings. Sanford L. Fisher, secre- 
tary-treasurer, explains that at the start of each year 
he lists his plans for improvements on the back of the 
photo. He refers to the list two or three times per 
month to keep his program in mind. 

And, he also checks off the finished projects and | 
writes in the dates the jobs were completed. Lines 
are inked on the face of the photo to help illustrate 
the major improvements in the physical plant. Of 
course, when the map is well inked—it is time for a 









Live Door Rack Display 






















There’s no lifting or lugging of a dozen doors to new aerial shot. By looking at his present photo- } 
exhibit one at the Ralph Fell Lumber Co., Banning, master-plan, Mr. Fisher can note 34 improvements 
Calif. Right, Edward A. Newton, manager, shows a made in the establishment since 1947. | | 


Aeres how you proget ADJOINING PLYWOOD PLANT AND SAWMILL 


for Unsurpassed Service 


WITH ROSEBURG BOTH PLANTS NEW AND EFFICIENT for Precision 


Production at High Volume 





} 

Sueeee selene ac ee ene a Place your requirements in Old-Growth Douglas Fir and Fir 

a a ee Se te Plywood with Roseburg! Our new plywood plant—cutting 50 

mity tu. the OB, (evened ctend of million feet annually of fine Fir Plywood—and modern i 

ef ae ees ee sawmill with a 100 million feet annual capacity assure you 
please through the years dependable quality products. 


Your order is filled with lightning speed, for these plants 
adjoin each other for fast, prompt shipment. Your special 
car is loaded from both plants at the same time, giving metic- 
ulous care on your exact requirements. 






MIXED CARS—Let us have your inquiries! 
Kiln-Dried Douglas Fir Dimension, Boards ard Bundled Uppers 


Fir Plywood, both Exterior and Interior Grades 


ROSEBURG LUMBER of oF 


encral Offices and Sales PHONE } Sowmill and Plywood Plant 
ROSEBURG OREGON DILLARD. OREGON 


August 24, 1953, AMERICAN LUMBERMAN & 











Peepte used to... more often than Mr. C. A. 
Williams cares to recall. But that was before The 
Savannah Planing Mill Company installed an effec- 
tive inventory control system. 

Now they have one. There’s no more asking a 
caller to hold the phone while stock on an item is 
checked ... while the price is checked . . . while the 
next shipment date is checked. Now Mr. Williams 
has complete information at his finger tips for 
instant use, assuring prompt service, more orders 
and extra profits. 

This inventory control system utilizes Kardex 
Visible equipment for “facts at a glance” reference. 
Besides furnishing prompt, accurate information fot 


Extra Profits Through Inventory Control 
Your FREE copy of the informative, 
illustrated 6-page folder, “Extra Profits 
Through Inventory Control In The 





customers, this system makes costly overstocks 


glaringly obvious and provides “automatic” reorder 
points that prevent shortages. This system is com- 
plete in its cperation, and includes control of invoic- 
ing, ordering and credits. Yet it is so simple that any 
office employee can give information by phone, 
should the need arise. 

Effective inventory control, which has brought 
greater profits, more productive employee time and 
smoother overall operation to The Savannah Plan 
ing Mill Company, is described fully in folder 
CR875. Send for your free copy and see how effec 
tive inventory control can better the competitive 
position of your company 


. quickly surely. 


PROFIT-BUILDING IDEAS FOR BUSINESS 


Remington Rand Inc., Management Controls Reference Library 
Room 1014, 315 Fourth Avenue, New York 10, N.Y. 


Please send me my free copy of “Extra Profits Through 
Inventory Control In The Building Materials Business,” 
CR875. No obligation, of course 


Building Materials Business,” CR875, 

is awaiting you. Mail the coupon today! 
NAME 
TITLE 
FIRM 
ADDRESS 
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No. 14 of a Series 





Competition Making Strong Bid 
For Your Modernization Prospects 


Alert dealers recognize their home-modernization 
market as a rich sales opportunity. Yet they know 
that its full potential will not be realized without 
aggressively “asking for the order.” 

There's a wide gap between a prospect’s need or 
desire and the dealer’s cash register. And there's 
heavy competitive pressure to keep that gap open. 

These two facts point up the need for local adver- 
tising to convert remodeling prospects into cus- 
tomers. 


1. Even with today’s easy credit, there is a limit 
to the purchasing power of your average customer. He 
must make a choice—-between a garage and a new 
car, attic insulation or a TV set, recreation room or 
freezer, etc. The merchant who reaches him with the 
most convincing sales argument, who does the best 
job of persuasion, will make the sale. 

2. Competition has us “out-gunned” on the adver- 
tising front — both nationally and locally. Take any 
copy of the Saturday Evening Post and count the 
pages aimed at creating sales of building materials: 
then count those advertising cars, TV and radio sets, 
kitchen and laundry equipment. Also study the ads 
in your own local newspaper—from the viewpoint of 
a typical prospect whose ‘wants’ exceed his “can 
haves.” Compare the amount of space devoted to 
selling building materials with that designed to in- 
fluence his choice for other things instead. 


ADservice mats will help make your advertising 
more effective. -Write for proofs of 13 previously) 
published mat pages. 





AMERICAN LUMBERMAN 
139 N. Clark St., Chicago 2, III 


Please send the following ADservice mats: 
Page No. 14. | enclose $3.95. 
Pages 1 thru 12. | enclose $47.40. 
Pages 13 thru 22. | enclose $39.50. 

COMPANY 

ADDRESS 


NAME 


cITY 
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The suggested layouts below show how AD- 
service mats are adaptable to any size ad. 
Use them also to illustrate your direct mai! 
and handbill advertising. 


Now /s the time to prepare for 


COLD WEATHER Al EAD! 


3-col. ad 


Comfert 
and 


Fue! Savings l-col. ad 


(BRAND AND TYPE) INSULATION 0 0” 
FOR TYPICAL 20’'X30'ATTIC Omy 


at 


NOW ss the tume to 











| 





SS ee ee 


‘THIS 1S THE GEST TIME OF THE 
YEAR FOR EXTERIOR PAINTING 


(BRAND) 
HOUSE 
PAINT 





mS ears 


REROOF WITH 
(GRAND ROOFING) 


YOUR NAME 





HOME IMPROVEMENTS 


For increased property valve 
*forqreater living comfort 


LINE YOUR Gamase 
with (BRAND) 
INS ULATION Boar 


INSULATE 


REROOF WITH 
(BRAND) ROOTING 


00 


These layouts are basic ar- 
rangements which permit 
easy substitution of mats 
from previous ADservice 
thane | pages. To date, a total of 
MOUSE re 167 specially prepared draw- 
PAINT we ings are offered in this ex- 


a0 clusive service and more 
00 are coming. 


YOUR NAME 
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ADservice MAT PAGE 


limi 


THIS ENTIRE PAGE OF MATS ONLY 
$3.95. Mats are shown actual size. To 
order, use handy coupon on opposite page 





4, 








159 Roll Roofing MAT NO. 160 








You can order ADservice mat pages 
one at a time, or you can place 
your order for the complete 1953 
series of 22 pages and we will mail 
to you as they are released. The 
service for the entire year costs 
you far less than our actual cost 
of a single feature drawing and cut 











Next issue: ADservice offers more 
mats for your “get ready for win- 
ter’ ads-——-storm windows, gutters. 
etc. 








Siding Repair 161 Wallboard for Garage Lining 
MAT NO. 162 


Eo 


Td 





we 
Z 








MAT NO. 1 64 165 
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THE FIRST COMPLETED HOME stands ready for occupancy while 


walls for another one go up next door. The 
firm is cooperating with 11 contractors who are engaged 


in building Wormhoudt low-cost homes 


Second in a Series on Residential Low-Cost Building Techniques 





Dealer’s Low-Cost Home Beats Prefabs 





HENRY S&S. 
WORMHOUDT 
has decisively de 
feated prefab 
competition by 
erecting the low- 
cost, FHA ap 
proved homes 











Wormhoudt met the prefab threat in Ottumwa, 
lowa by offering four-room houses for $350 down and $40 
per month. Here are the details: 


Here's what happened when the 
Wormhoudt Lumber Co., Ottum- 
wa, Iowa, started building low- 
cost, FHA-approved houses to 
compete with the prefabricators: 

A traffic jam developed at the 
model house the DAY BEFORE 
the opening. 

Thirty-seven of the homes were 
sold within a few days afterward 

Eleven building contractors 
joined in the construction and sale 
of the houses. 

A former prefab dealer gave up 
and joined in. 

A prefab firm (that had put up 
350 prefabs in the area) admit- 
ted they could not meet the com- 
petition. 

A local carpenters’ union car- 
ried a complimentary companion 


ad in the grand-opening newspaper 


promotion. 
Contractors (who were actually 
building the homes in competition 


A ugust 


with Wormhoudt) were flooded 
with calls from prospects until 
midnight following the opening an- 
nouncement. 

Explaining the amazing interest 
in his houses, Henry S. Worm- 
houdt, president, says, “The house 
(24x30) sells for $350 down and 
about $40 per month. Full sale 
price is $6,500 or, with basement, 
$7,500. As an additional sales 
incentive, we state in our news- 
paper ads that no down payment 
is necessary if the homeowner is 
willing to do some of the finish 
work himself.” 

At the three-day (July 19-21) 
open house, hundreds of active 
prospects inspected the new home 
which features quality construc- 
tion by dependable local contrac- 
tors; five exterior designs to 
choose from; FHA-approved for 
construction and financing; double 
floors: fully insulated; weather- 
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Right To Swanson Street 
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You Can Buy This Modern 2 Bedroom Home 
For As Little As $3 50 Down 


Ne Down Poyment It Vou Are Copebie OF Working Out The Down Poymenr 
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PREFAB STOPPERS. This ad announcing the open house 


for the Wormhoudt 


Lumber Company’s FHA-approved, 


low cost home created a traffic jam at the site the day 


before the opening 





stripped windows; automatic heat: 
modern kitchen with cabinets; 
completed driveway; sidewalk and 
seeded lawn; and a variety of com- 
munity advantages. 


How to Attack the Prefab 


Mr. Wormhoudt revealed the de- 
tails on one of the firm’s earlier 
construction plans before a meet- 
ing of the Northwestern Lumber- 


mens Association in Minneapolis. 
The home discussed here was a 
28x22 dwelling with four rooms 


and bath. 

“Dealers must search for the 
prefab’s weak points and concen- 
trate the attack in that area,” 
says the Iowa dealer. “What do 
the prefabs admit is their toughest 
competition? First, any builder 
who has worked out an economical 
framing svstem including trusses 
and interior partitions. Second, 
they want no part of communities 
where competition has _ forced 
prices low 

“We have worked out—built and 
sold—-several types of homes that 
the nrefab cannot compete with. 


Employing seven different contract- 
sold 52 


ing firms, we built and 
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units of one type in a year,” said 
Wormhoudt. 

This house sold for $550 down 
The payments, including taxes, in- 
surance, interest and payment on 
the principal were $35 per month 

The buyer does all finish grad 


ing, lays sidewalks and _ installs 
screens and combination doors. 
gutters, downspouts and_ splash 
blocks. He also does all plaster- 
board joint filling, painting and 
insulating. 

“This we found all buvers want- 
ed to do,” Wormhoudt added. 


“Rarely did the homeowner hire 
this work done. Also, this builds 
up a nice paint, varnish, insulation 
lumber and hardware business for 
the dealer.” 

If the buyer wishes, after the 
first loan is closed he can get a 
Title I loan to do everything not 
included in the general contract 
This indicates that the house can 
be built in any locality providing 
original financing can be arranged 

“When vou talk to your banker 
about the original loan you can of- 
fer him 18% on his investmenf 
wih no risk as the loan is insured,” 
says Wormhoudt. “Your discus- 








sion with the banker might also 
emphasize that you are reaching 
the people who had been unable to 
acquire a home. Therefore, you 
are making better citizens and a 
better community.” 

The grand total of labor and 
materials is less than the builder's 
loan of $4,250. Assuming the 
house has been sold, the dealer has 
the buyer's $550 plus the builder's 
loan or a total of $4,800 to oper- 
ate on. This leaves $500 due the 
dealer upon completion of the 
home of which $200 is profit and 
$191.80 is taken out by the lend- 
ing agent. “Thus, you can oper- 
ate on the other person’s money 
and make a profit at that,’’ points 
out Wormhoudt. 








Write for Low-Cost 
Housing Kit 


In cooperation with the 
Wormhoudt Lumber Co., the 
Northwestern Lumbermens As- 
sociation has released a low- 
cost home package service to 
help satisfy the demand for 
low-cost housing and combat 
the menace of  prefabricator 
competition. Send $5 for the 
kit to Northwestern Lumber- 
men’s Association, 1013 S. 4th 
Ave., Minneapolis 4, Minn. The 
kit contains the following 
items: 

Two FHA-VA approved home 
designs. 

Complete blueprints for two 
low-cost homes, 

Specifications for both homes 

Two FHA booklets. 

Contractor's worksheets. 

Consolidated labor and mate- 
rial sheets. 

Suggestions for 
your lending agency. 

Sample advertisement to aid 
in selling. 


talking to 























Your Home Planning Department 
Both contractors and homeowners 
look to you for the latest in literature. 
Read how dealers use their home plan- 
ning departments for added sales and 
service. Lots of pictures illustrate this 
special feature. Look for it in the Fall 
and Winter 
Sept. 7. 


Merchandising Issue. 
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HOME SERVICE” 


A Complete 
Inventory for 
Building 


Folks 


Meet "DANA WATSON” 
Point and Herdwere 
Depertment 


| f 
t L cath ny j Home Service 
- No. 6 

DANA WATSON 
You quessed it Dene, your peint expert has « vast 
knowledge of interior decorating, end can help you with 


color schemes end painting problems 


Alse one of Deaver’s mest complete building, 
hardu are lines. 


Remember-..... Dana has 


CE 18 YEARS 


4 Paint & Hardware 


Expertence 
te Help You 


i “Where Builders 
“tat 


Step te Shop” 








1810 South Josephine 





Introduce Your Personnel 
G. C. Sullivan and J. E. Hack- 
staff, owners and operators of the 


University Park Lumber Yard, 
Denver, believe that lumber yards 
should personalize their advertis- 
ing more. Less emphasis on prod- 
ucts, and more on personnel is 
their theory. Let the public know 
a man’s name, his background, his 
qualifications — and his face—so 
that the customer will! ask for him 
when he comes in 

In recent months, on successive 
Mondays, the firm has introducd 
members of its staff in its weekly 
newspaper ad, featuring a thumb- 
nail sketch of the man and a small 
cut of him. The combination spell 
friendliness and service. 

The idea seems to have paid off. 
More and more customers are ask- 
ing for specific people to wait on 
them when they enter. 


New Slants on Slabs 


The relationship of temperature, 
soil type, soil moisture and ver- 
tical movement has been observed 
in a two-year study on four ex- 
perimental floor slabs of house 
size at Urbana, Ill. The founda- 
tions and drainage conditions va- 


ried for the slabs, all of which 
were 4” concrete laid on a mois- 
ture barrier over gravel. Here are 
the Council’s recommendations: 


1. The floor and foundation of 
such concrete slabs should be 
“monolithic’”’—built as one piece 
to eliminate differences in vertical 
movement due to frost action. 


2. All footings should be placed 
on undisturbed soil of a width dic- 
tated by good practice and suffi- 
ciently deep to be beneath any or- 
ganic matter. 


3. The use of a shallow foun- 
dation is not recommended on a 
silt or a silty-sand soil. But shal- 
low foundations, on the other hand, 
can be built directly on soils made 
up of clean sands or gravels, since 
frost causes practically no move- 
ment in this type of material. 

4. In a mixed grain soil, there 
must be sufficient clay to make 
the soil act as a “closed system” 
over the most prolonged freezing 
period—that is, during the freez- 
ing period there must be enough 
clay in the soil to prevent capil- 
lary action. 





DONLEY 
The Damper 

of 

SUCCESSFUL 
FIREPLACES 


General design to encourage 
smokeless and heat producing 


construction 


6) Spraveo Eno 5) STRONG Gray 
——— IRON CASTING 


Upruaneo 
Fronr France 


ConrrRot DEVICE 


VALVE PLATE 


Vauve PLATE 





= 


A LO A OO 


oor ae 





CONTROL DEVICE — Damper is easily opened and closed 
by poker hooked in ring. Alternate device is operated by 
rotating key on breast of fireplace. 


be set at any desired height with freedom of shape or 
type of fireplace front (facing) material. 


SPLAYED ENDS conform to splayed side walls that help 


VALVE PLATE BEARING — Plate rests in angle formed by reflect heat into room. 


two lugs with back slope of casting, assuring easy open 
ing and closing or complete removal of plate when neces : - 
sary. No sticking due to rust. BROAD END FLANGE rests on masonry jamb with free- 
dom to expand when heated. 

VALVE PLATE is 3/16” thick, corrosion resisting U.S.S. 


Cor-Ten Steel STRONG GRAY IRON CASTING lasts as long as the build- 


ing. Donley Cor-Ten Steel Damper, if selected, gives similar 


UPTURNED FRONT FLANGE strengthens casting so it can long service. 


THE DONLEY BROTHERS COMPANY ° 


13928 Miles Avenue, Cleveland 5, Ohio 
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Evans’ policy will pay off for you whether you 
are a distributor, dealer, or user of Douglas Fir 
Plywood. Under this policy Evaneer sales are 
handled by recognized distributors — who can 
properly serve the specialized needs of dealers, 
and through them, the ultimate user. 


A SOLID BASE FOR 
PROFITS IN PLYWOOD 


Douglas Fir _ 


1. Evens backs distributors ond dealers with 
. 
aggressive merchandising and promotion material. 


i Evoms, an Associate Member of the National 
Piywood Distributors Association, actively par- 


peas i plons and programs to enhance the 

hed ae pa Structure of the estab. 
distri . 

Plywood distribys beter -dealer method 





Evaneer from Evans’ own stands of timber, 
produced in Evans’ mills, shipped prompt 

ly and dependably has made “Evans” mean 
“a good source of supply” for all standard 
grades of Interior water-resistant and Ex 

terior water-proof Douglas Fir Plywood 

Evans Products Company, Western Divi- 
ston, Dept. S-8, Plymouth, Michigan 
Mills at Coos Bay, Ore.; Roseburg, Ore.; 
Vancouver, B.C. 


DOUGLAS FIR PLYWOOD ond W000 PRODUCTS 


MEMBER + DOUGLAS FIR PLYWOOD ASSOCIATION 
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Factual Appraisal of Sales Power in the Retail Lumber Industry 


Yards 

500,000 with 
and Up Mills 
Average number of sales per company 4.6 5 7.6 8.2 9.1 10.5 
Average number of employes per company 10.4 16.9 23.0 34.0 44.0 69.0 
1 to 2.3 1 to 2.8 1 to 3.0 1 to 4.3 1 to 4.8 1 to 6.7 
$72,700 $80,250 $112,000 $116,000 $140,000 $142,000 
$32,500 $30,000 $32,000 $29,800 $32,500 $21,600 
$335,000 $495,000 $840,000 $965,000 $1,430,000 $1,500,000 
Average sales per capita in trading area $20 $10 $8.30 $3 $1 $3.90 


150,000 to 
500.000 


POPULATION BRACKETS Upto anf 75,000 to 
295.000 15 150,000 


Ratio of sales persons to all employes 
Average sales volume per salesman 
Average sales volume per employe 
Average sales per company 


Highest ratio of salesmen to other employes.—1 to 1 
Lowest ratio of salesmen to other employes—1 to 10 


How Do You Pay YOUR Salesmen? 











These are the summarized replies 
of several hundred dealers to American 
Lumberman’s coast-to-coast survey of sales- 
men’s compensation and bonus plans. Read 
the verbatim comments of dealers on these 
subjects. 

Part Two 


This is the second and concluding article on the 
subject of salesmen’s commissions, profit-sharing plans 
and bonus schedules. The first article in this series 
(see pages 65-66, Aug. 10 issue) discussed types of 
salesmen employed; how commissions are paid; sales- 
men’s expenses; penalties for price cutting; contro- 
versial house accounts and other aspects of this im- 
portant field of management. 


Here's What Happens When Two People Claim 
the Same Sale 
Split commission 
Salesmen get credit for a certain territory 
Prospect card system with limitation on time of sale 
after each followup 
Must have card on file to get credit 
Pay them both or divide commission 
Each salesman has his own list of customers and the 
sales manager decides who gets the new accounts 
Salesman who first reports and files lead gets the credit 
Have an exclusive list 
Credit to man with ‘live’ card in his prospect file 
One who actually writes up order as definite commit- 
ment gets credit 
Let the man who rings up ticket have the credit 
Discuss and arbitrate rate 
Sales ticket signed by salesman when it is written up 
This is our main reason for straight salary 
Award it to person making first contact 
Salesman who first brings in signed order 
One who gets signed order unless evidence in prospect 
file shows other man actually working on the project 
Sales maneger’s decision 
Men have agreement—-he who writes sale gets the 
credit 
Very rare. men get together and settle it 
Seldom happens. -except when commission man calls 
on salaried man’s customer— easily adjusted 
Credit for Telephone Orders 
Sixty-five percent of the companies give credit to their 
salesmen for telephone orders even though booked by 
others in the office. Thirty-five percent do not give such 
credit. The same percentages apply to sales made in the 
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store to the salesmen’s customers by other salesmen. 

The survey revealed that 20°) of the dealers are dis- 
satisfied with their present compensation plan; 45° were 
satisfied; 35°, did not answer the question. More than 
twice aS many dealers stated they were planning to 
change their plan than those who said they were making 
no changes. About 35% of the dealers said they would 
like to have help in improving their present plan of com- 
pensation. And, 95°~ reported they consulted salesmen 
before they made any change in their sales compensa 
tion plan. 

Practically every company reporting gave their sales- 
men the same vacation privileges and fringe benefits 
granted to other employes. 


How Many Dealers Have Sales Managers? 

One dealer in every three in the country has a sales 
manager. Many who reported no sales manager did say 
they have a general manager who handles ordinary sales 
managing duties. 


How Sales Managers are Paid 
Dealers paying straight salary—50% 
Dealers paying salary and bonus or commission—-50; 


Bonuses for the Sales Manager 

Salary and commission on what he personally sells 

Salary and overriding commission consisting of 1° 
of total sales 

Salary and commission on own sales plus override on 
salesmen’s work 

Salary and bonus depending on profits 

Salary plus 10‘, of net profits before taxes 

Salary plus 20% of net earnings before taxes 


Bonuses — Profit-Sharing Plans — Money Incentives 

Two out of every three dealers replied that they have 
some kind of an incentive or profit sharing plan for their 
employes. Here are some dealer plans: 

Figuring 1°) of year’s wages multiplied by the num- 
ber of years of employment (starting with 1% the 
first year, adding 1% of earnings for each year of 
service) 

Bonus at year’s end amounting to about 5% of salary 

Straight 10°, of year’s salary A 

Ten percent of annual earnings, before taxes, divided 
among salaried employes. 

Ten percent of base salary as bonus to all employes; 
paid at year-end if operating profit warrants. 

In good years we pay 20% of their annual earnings to 
each employe as a Christmas bonus 

We pay a bonus monthly of 10% of the employe’s sal- 
ary if we make a profit in that month. At the end 
of the year we pay an additional bonus based on 
length of service if the profit warrants. 

Bonus is paid on judgment of management as to 
whether profit situation is satisfactory; usually about 
one month's pay. (Continued on page 48) 
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the all purpose floor tile 


that is years ahead 


with years of beauty 


and years of wear. 


long On Sales Profits... 


VINYLFLEX Plastic Floor Tile actually 
sells and resells itself because of the many 
outstanding features combined into one all- 
purpose floor tile! All the advantages of 
resiliency, lasting color beauty, longer wear 
with less care, resistance to indentations, 
non-tiring underfoot and economy are part 
of the sales story being told by Hachmeister- 
Inc. in leading consumer magazines. 


Py 


a 
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Vinylfler 


| PLASTIC FLOOR TILE] 
i | 4 de | 


*Trade Mark Applied For 


Long On Sales Advantages... 


Modern VINYLFLEX PLASTIC FLOOR 
TILE in 13 beautiful colors sells easily be- 
cause it is greaseproof and is unaffected by 
fats, oils, mild acids and alkalis, and even 
gasoline! It is so very simple to install too 
—on or below grade ... over almost any 
sub-floor and is safe underfoot. You'll find 
that VINYLFLEX, because of its precision 
cut squares and clean edges, lays in tightly. 


SINCE 1903 


| [ACHMEISTER-INC. 


// PITTSBURGH 30, PA. 








Vinylflex Plastic Floor Tile is ideal for Res- 
taurants, Kitchens, Show Rooms, Hotels, 
Apartments, Offices, Schools, Hospitals, In- 
stitutions, Service Stations, and every room 
in the home! 








HACHMEISTER-INC, 


Pittsburgh 30, Pa. 


Please send new full color folders. Also ; 
nearest distributor. 
CU CORONET (J) VINYLFLEX () ASPHALT TILE 


Name 








? Address 


Zone 


OTHER<{[D>> PRODUCTS 


HAKO CORONET Plastic Wall Tile — HAKO ASPHALT Ti 
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Tile Flooring 















































Humphrey & Hardenbergh, Inc., architects 


Perfect link to 


outdoor living 


TRADEMARK OF ANDERSEN CORPORATION 


WHERE NATURE'S BEAUTY makes 
a perfect meeting with a well-planned 
interior, you'll find Andersen WiNDo- 


WALLS. In this home, Andersen Gliding 


Window Units, with transoms of 


Andersen Flexivent Windows, open the 
home to lovely wooded surroundings. 
Yet they place a transparent wall be- 
tween the owner and uncomfortable 
weather. They are both windows and 
walls—the ideal meeting point for in- 


door and outdoor living. 


Gundersen 


BAYPORT «¢ MINNESOTA 


WINDOW SPECIALISTS FOR 5O YEARS 


for information see your 
WINDOWALL distributor or 
write Andersen Corporation 
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SALESMEN 


(begins on page 44) 


Six key employes paid % of 1% of total gross sales 
for the year plus their salary. 

Cash bonus of $50 per year of service for first 10 
years, after that leveling out at $500. 

Our profit sharing is based on a point system. A cer- 
tain number of points for job classification, length 
of service, gross earnings. Dollar volume per point 
determined each year by management. Average 
bonus approximately $350 per year. 

We give a bonus at end of our fiscal year to key em- 
ployes at discretion of management. Of 45 employes, 
about 10 participate. The amounts vary from $150 to 
$1,000. 

If we make a fair profit at the end of the year we pay 
a bonus of $250 to $1,200 for employes, graded on 
effort, loyalty and ability. 

Management sets quota for two months’ period. If 
quota is reached, 42% of sales quota plus 1% of all 
sales over quota, divided equally among six salesmen. 

Three-quarters of 1% of all gross sales goes into a 
bonus account. Every three months this is divided 
by management among the workers on the basis of 
management's judgment of their performance stand- 
ards 

We set aside a certain percentage of our profits for 
bonuses and give a fixed amount of this to yard, mill 
and truck employes. Others we allocate on a merit 
basis. 

We pay a year-end bonus to all employes other than 
salesmen who operate on an individual incentive 
basis. The amount varies with our profits from year 
to year. 

Ten percent of net profits before taxes among employ- 
es having a service of one year or more. Wage rates 
and length of service are taken into consideration. 

Our bonus amounts to about $200 per year per em- 
ploye. 

Executives get 15% to 20% of our profits before taxes, 
50°¢% of which goes into a retirement plan, the bal- 
ance into a cash bonus plan allocated among all em- 
ployes 

We split 50-50 with our employes after investors re- 
ceive 12% annually on their investment. Of this 
bonus five key men get 50%; the balance is divided 
on the basis of performance standards. 

In about 50% of the companies which have profit shar- 
ing plans, management has sole discretion as to the 
amount and allocation of the budget. In the other 50%, 
a fixed percentage of the net profits (5°%-36%) is set 
aside; most companies set aside 10% -20°%. 

In allocating shared profits with employes, more than 
half of the companies reported that they gave weight to 
duration of employment as well as salary bracket in de- 
termining the individual's share. 

Several companies reported that after a certain per- 
centage of returns on the investment was achieved, the 
balance of the net profits was distributed to the employ- 
es with the executive group getting about 50% and the 
other employes about 50%. 

Four out of five dealers wait until the end of the year 
to pay bonuses; one out of five pay their bonuses month 
ly or quarterly and a fraction of these pay a bonus at the 
end of the year as well. 


Average Dealer’s Delivery Area 

18%--10 mile radius. 

30% 11 to 20 miles 

1 dealer in 4—-21 to 30 miles. 

25%--30 to 50 miles. 

2°%-—-60 miles or more. 

Some dealers reported deliveries in a radius bracket 
between 100 and 300 miles. 


Population of Dealers’ Trading Areas 
One dealer reported a trading area population of only 
1,100 and another dealer a population of eight million 
indicating the diversified market covered in this survey 
The predominant group of returns were in the popula- 
tion brackets between 20,000 and 500,000. 
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WHAT RETAIL SALESMEN EARN AND WHAT 
THEY PRODUCE IN SALES 
Volume 
Monthly Monthly _ on 
Earnings Sales Sales 
Inside Sales People 
Lowest earnings . $ 150 
Those paid from $200 to 
$299 averaged (25% of 
total in this bracket) . 260 4,400 
Those paid from $300 to 
$399 averaged (55% of 
total in this bracket) 335 6,550 
Those paid from $400 to 
$500 averaged (20% of 
total in this bracket) . 430 7,400 
Those paid from $500 to 
$600 averaged (4% of 
total in this bracket) 550 
Average of all counter 
sales people ................. 325 6,050 


$ 2,500 6.0 


12,000 


Outside Salesmen Selling 
Contractors Only 
Lowest earning 240 7,000 
Highest earning ; 500 30,000 
Medium average, all 
salesmen earning $400 to 
$500 (50% of total in this 
group) pedeaennan pinta 
Average of all outside sales- 
men selling contractors 
only j ienceeiectenpeeiys, 4 ae 18,000 3.5 
Note: This type of salesmen is almost exclusively 
confined to big city markets and their suburbs. 


12,800 


Outside Salesmen Selling 

Consumers Only 
Lowest earnings . 225 4,000 
Highest earnings ; 1,000 15,000 
Medium average group paid 

from $400 to $500 (2 out 

of 3 are in this group) . 414 6,460 
Average of all outside sales- 

men selling consumers 

only 406 6,260 











Plan for More Salesmen 
One disappointing item in the return was that only 
one dealer in three is planning to add one or more sales- 
men to his staff. One dealer in 20 said they were plan- 
ning to add two or more salesmen. 


Prizes and Premiums 
Apparently the retail lumber industry is lagging be- 
hind other industries in the use of prizes and premiums 
to increase manpower productivity. Just one dealer in 10 
stated that they had experience with contests and prizes 
It is significant that only three dealers out of all 
dealers using contests and prizes reported their experi- 
ence unsatisfactory. Several dealers commented that prize 

contests should be of limited duration. 


Number of Employes 
Number of employes in individual operations reported 
ranged from three in 2% of the returns to one company 
with 270 on its payroll. Most firms had between five and 
30 employes on their payroll; one dealer out of three 
reported 31 or more employes. 


Total Salesmen 
The dealers’ reports ranged from none ("!) to 120, 
with the predominant group being in the range from 
three to 10 salesmen. 


Sales Volume 
Sales volume ranged from less than $100,000 to one 
line-yard company with a six-million-dollar volume. (The 
company with 270 employes did not report its volume.) 
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Sterling) 


HARDWARE 


bettem sliding 
thru better desig 


es 


Ls 


SAVES TIME A 


STERLING DESIGN means simple 
installation, easy adjustment and long 
life. These are the result of careful 
planning on the drafting board. 


STERLING QUALITY means no 
expensive call-backs ... no costly 


replacements. 


STERLING PERFORMANCE means 
satisfaction ... proved by years of 





trouble-free service. 


Available in complete packaged sets 
for most door openings. 





STERLING HARDWARE MFG. CO. 
2345 West Nelson Street + Chicago 18, Illinois 











} 
wy hi 
Use by 
@ NATIONALLY ADVERTISED in Leading Magazines 
@ SEE OUR CATALOG IN SWEET'S: Architectural File + Light Construction File 


@ VISIT OUR DISPLAYS: Architects Samples Corporation, 101 Park Ave., N.Y.C. 
Chicago Met. Home Builders Ass'n., 130 W. Randolph 
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EVAPORATIVE COOLING is used successfully in southwest homes. 


sd 


Cooler is installed on roof and connection is 


made to duct system inside. Lumber dealers sell excelsior and parts for this type of air conditioning. 


You Can Share the Built-In Climate Boom 


This is the second in a two-part 
series of articles on the boom in air-condi- 
tioning and how building materials dealers 
can profit by it. 


There are six major methods of air conditioning 
available to homeowner and tenant today. These 
will be briefly described before telling how individual 
yard operators are cashing in on the built-in climate 
boom. They are: 

1. Central air-conditioning systems. 

2. Air conditioning with warm-air systems. 

3. Air conditioning with hot-water systems. 

41. Heat pumps. 

5. Room air-conditioners. 

6. Evaporative coolers, 

Because most dealers in the survey recently con- 
ducted by American Lumberman believe whole-house 
(central) air conditioning will eventually offer them 
their greatest opportunity to sell building materials, 
this type will be reported first. 


Central Conditioning 
While it is desirable to install central air condition- 
ing at the time of construction, this is not always pos- 


sible. Space, however, should be provided when the 
house is planned so that future installation can be 
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conveniently made. 

Insulation, roof ventilation, and shading of the 
glass and wall areas are necessary for efficient and 
economical operation. 

An air conditioner for a house with a floor area of 
800 to 1,400 square feet requires five to seven square 
feet; there should be access to it from one or two 
sides. 

Central air conditioning equipment is available in 
sizes and shapes to suit the location——basement, 
utility room and attic. Sizes are given in terms of 
“tons of cooling capacity”—a one-ton capacity is equal 
to the melting of a ton of ice per day. Common sizes 
for residential use range from 114-5 tons and utilize 
motors from 11% to 5 h.p. 

The cooling equipment can be a separate unit called 
a summer conditioner, or ‘t can be combined with 
the heating equipment in a single unit—a year-round 
air conditioner. Equipment is made for use with 
both warm-air and hot-water heat circulation sys- 
tems. Principles of operation are the same. 


Warm-Air Systems 
Year-round air conditioning requires less space than 
a separate heating plant plus a separate summer 
conditioner; they usually operate independently of 
each other. The air circulated by the fan passes 
through the cooling or heating portion of the equip- 


ment, only one of which is in operation at any one 
time. 
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DUCTS WRAPPED WITH INSULATION are a 
in maximum effectiveness of air conditioning system; 
offers dealers added insulation sales. 


A summer air conditioner can be installed beside 
or near an existing warm-air furnace and connected 
to the duct-work if the duct system has ample capa- 
city for the cooling operation, otherwise additional 
ducts and supply outlets will be required. 


Hot-Water Systems 

Air conditioning can be installed in homes having 
a hot-water heating system either by use of: 

1. Room units resembling convectors and contain- 
ing both heating and cooling coils. Units are used 
in place of the conventional radiator or convector; 
they can be installed in all rooms to provide complete 
summer cooling or in one or two. 

2. A “split’’ system, in which the cooling coil is lo- 
cated in a duct through which air from rooms is circu- 
lated, cooled and returned. The coil can be used for 
winter heating, or conventional radiators or ducts 
can be used to bring heat. 

The equipment is located in the basement or utility 
room near the boiler; by valves, the same piping 
system can be used to circulate heated water in win- 
ter and chilled water in summer. THE PIPING 
MUST BE INSULATED to prevent sweating when 
circulating cold water. 


Heat Pumps 
The final type of year-round air conditioning is the 
electrically-powered heat pump. This new develop- 
ment removes heat from the house during the sum- 
mer and transfers it to the outside air, ground, well, 
river or lake—-whichever was the source of heat dur- 
ing the winter. 


Development by Dealers 

Development of the year-round air conditioning 
market by dealers lies in two directions: 

1. The addition of cooling to heating systems, 
which is most favorable in houses with warm-air heat- 
ing (12,000,000 homes have such systems), if duct 
work is in good condition. Good sales of insulation 
and other building materials can be made in the re- 
modeling. 

2. Sales of insulation, sheathing, sheet metal, etc.., 
when year-round air conditioning is installed in new 
homes—the potential of 1.000.000 new homes a year. 

The air-conditioning industry is making astonish- 
ingly rapid progress toward vear-round systems 
which represent 10% to 12°7 of the total cost of a 
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Ridge ventilator 


Screened louvers 





big factor 


Courtesy Small Homes Council 
A LAYER OF INSULATION, shown 
in the illustration, is an important 
aid in air conditioning and offers 
dealers a major market in home 
cooling sales 


THIS CAR COOLER IS NEW THIS YEAR. It is mounted 
over hump by front seat and works off the car's fan 
belt. O'Malley Lumber Co., Phoenix, is selling them 


new home, even in the $10,000 class. The cost runs 
roughly $600 to $1,200 more than for heating alone 
For old houses with forced warm-air heating and 
with the duct work in good shape, the cost of adding 
cooling is about $800 to $1,200 for a six-room house, 
depending on location. For hot-water heated homes, 
estimates range from $1,750 to $2,250. 
Dealer Talking Points 
Figures are important when a lumber dealer is 
talking to home builders or remodeling prospects in 
the new field of air conditioning. Here are others he 
may cite his prospective customers: 
Cost savings in an air-conditioned home (year- 
round) are effected by solid walls, saving $25 for each 
(Continued on next page) 
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BUILT-IN CLIMATE 


(begins on page 50) 


window eliminated; fixed windows, with no sashes or 
screens, saving $20 each; no ventilation louvers, an- 
other $125 saved; no attic fan, a $250 saving; no 
sleeping porch, saving of $350. 


Room Air Conditioners 

While year-round air conditioning may always be 
confined to $10,000 and up homes, the room and win- 
dow-unit type of cooling is popular in many homes 
and apartments. The survey showed that many dealers 
have been successfully selling these units in several 
sizes for a number of years. 

Window units fit into an opening of a standard 
double-hung window and vary in size from one-third 
to one ton of cooling capacity. Room air is circulated 
through the unit, where it is cooled, dehumidified and 
filtered. No pipes or drain are necessary. The electrical 
units can generally be plugged into existing outlets, 
although a voltage of 220 is required for one h.p. 
motors. 

Evaporative Cooling 

The final major method of house air conditioning is 
by evaporative cooling. Although mechanical refrig- 
eration is the only positive household air condition- 
ing, evaporative cooling is proving successful in 
homes in the dry heat or arid regions, such as the 
southwest. 

Evaporative units contain a blower, motor, rotary 
cooler and filters assembled into one compact cooler, 
by which means outdoor air passes over a constantly 
moistened surface. Through the evaporation of this 
water, the air in the unit is cooled, then circulated 
through the house. 


Dealers in Farm Areas 

If the building materials dealer has farmer cus- 
tomers, he may advise them that well water is beir« 
used today as a substitute for mechanical refriger- 
ation in some places, according to the Plumbing and 
Heating Industries Bureau. 

An electric motor pumps water from the well, 
through coils, while warm air from rooms is drawn 
to the coils by a fan which also forces cooled sir 
back to the rooms. A filter installed with the coils 
cleans air before circulation. Thermostatic controls 
make the system automatic. The only expense to 
farm home after installation of the pump is the elec- 
tricity for pumping; because a well-water cooling sys- 
tem has few moving parts, maintenance cost is low. 


Attic Fans 

Many lumber yards and building materials stores 
sell attic fans. They still hold an opportunity for 
profits in house ventilation. 

In spite of the inroads of room air conditioners and 
year-round systems, more than 95,000 attic fans were 
sold last summer, a 5% increase over the 1951 season. 
This year may be an even bigger one. 

The attic fan is, however, merely an exhaust fan 
not an air cooler. Its greatest appeal is to lower- 
income families who will buy it to rid the house of 
the day's warm air during the night. 








Summer Comfort Circular 
The Small Homes Council at the University of I'- 
linois has printed an eight-page circular on air- 
conditioning systems called “Summer Comfort.” 
Single copies are available free from the Council. 
Mumford House, University of Illinois, Urbana, un- 
til Sept. 1; after that date at 10¢ each, the price 


of each of the Council's 24 other circulars on home 
building. 











What Dealers Are Doing 


“We build air-conditioned houses but do not sell 
air-conditioning units or systems,”’ responded John 
Armstrong, president of Armstrong Bros. Lumber 
Co., San Angelo, Tex., to American Lumberman’s 
survey. 

“Due to our high and dry climate in west Texas, 
we are able to use evaporative coolers successfully. 
We usually install the evaporative cooling system 
in houses selling below $12,000 and the refrigera- 
tion system in the more expensive homes. Inciden- 
tally, we offer the evaporative system, ducted into 
every room, for $370 extra in our new, low-cost 
house and have installed several of them.” 

Armstrong states that air conditioning has caused 
a big increase in the sale of insulation in older 
houses where systems are installed, but points out 
that in FHA and VA houses insulation is specified 
during construction. 


J. Bert Smith, retail division manager of Rounds 
& Porter Lumber Co., Wichita, Kan., says none of 
their yards is stocking or selling air conditioning 
equipment yet, but that some homes being built 
through their yards are putting it in. 

The dealers who are selling air-conditioning sys- 
tems are by no means confined to the southern 
states. 


“The air-conditioning market over the entire na- 
tion is a coming thing, and it is coming mighty fast. 
I believe that any dealer who does not install an 
air-conditioning department is missing a highly 
profitable boat,’ emphasizes Earle Brenneman, 
manager of the Little Rock Lumber & Coal Co., 
Alma, Mich. 

This dealer has already stressed air conditioning 
and materials sales in his newspaper advertising 
and says, “Our own air-conditioning department has 
been increasing business steadily ever since we in- 
stalled it.” 

Brenneman points out that dealers who are going 
into this phase of business should realize that they 
must have a separate department for air condition- 
ing staffed by a department head and trained per- 
sonnel. He believes it should be a packaged deal 
including complete installation. 

“Air conditioning is a field that lumber dealers 
cannot enter in a piddling manner,” adds Brenne- 
man, “They must enter it with the intent of es- 
tablishing a complete setup that is also capable of 
servicing jobs that have been installed.” 


“I feel that an air-conditioning department works 
in beautifully with any aggressive building mate- 
rials merchandising operation.” 


D. B. Alexander of Mitchell & Alexander, Day- 
tona Beach, Fla., finds a great increase in home air 
conditioning in his area both in new homes and in 
remodeling projects. The demand for window cool- 
ers has exhausted this firm’s supply the last three 
years. 

“We are doing some extensive remodeling where 
air conditioning units are being installed by ap- 
pliance dealers,’ reports A. P. Kitchens of the J. C. 
Steele Lumber Co., West Monroe, La. “Air condi- 
tioning has increased our volume of sale for attic 
insulation possibly 150°) this year over our 1952 
sales.” 


R. E. Caston, president of Warr-Caston Lumber 
Co., Oklahoma City, Okla., reports they sell “quite 
a number” of coom air-conditioners, which they al- 
so install, as a seasonable item. The yard markets 
them through a full-line appliance department op- 
erated separately from the lumber department. 

These dealers, and a great many more, are not 
only making plans to sell air-conditioning units. 
systems and accessory materials, but they are start- 
ing to cash in on the fast-spreading trend right 
now. They are the leaders pointing out to other 
dealers that “YOU can share the built-in climate 
boom.” 
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New Pittsburgh 
Mirror Brackets 
make it simple 
to install even 


giant-size mirrors 











Now...It’s easier to sell WALL MIRRORS than ever before! 


\ recent years the trend among decorators 
| and among homemakers—has been toward 
the use of more wall mirrors and larger-size 
wall mirrors in living-rooms, dining-rooms, 
bedrooms. halls... . above mantels. sofas. 
buffets. vanities. Take advantage of this trend 
by selling good-looking structural mirrors of 
Pittsburgh Plate Glass which add charm and 
distinction to a room, make it appear brighier 
and more cheerful. 

And now. thanks to an ingenious new wall 
mirrer bracket which has been developed by 
Pittsburgh Plate Glass. the installation of a 


structural mirror flush against the wall is made 


PAINTS - GLASS - CHEMICALS 
G 


PITTSBURGH 


BRUSHES 


PLATE 


simple and easy. The bracket takes care of wall 
irregularities, thus eliminating the expense of 
truing up a wall. Even the large standard-size 
wall mirrors which have proven to be most 
popular—36 x 48’. 36 x 58”, 40 x 60”, and 
MK) x 72” —can be mounted quickly. A set of 
these brackets comes with each Pittsburgh Wall 
Mirror. 

Whether you install mirrors or whether your 
customers do it, youll find that) Pittsburgh 
Mirror Brackets will give a decided boost to 
vour sales of structural mirrors. Ask vouz 
nearest Pittsburgh distributor (W. P. Fuller 
on the West Coast) for full information. 


PLASTICS 


GLASS 


FIBER GLASS 


COMPANY 


iN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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CLUB CAR IDEA 


Is a National Federation 


of Warehousing 


Wholesalers’ Associations Needed? 


Coming back from a transcon- 
tinental trip the other day, your 
editor encountered a group of 
owner-executives of wholesale es- 
tablishments owning warehouses 
in several marketing areas of the 
country. 

The subject of the diversity of 
warehouse wholesaling in the 
building industry came into the 
discussion. It was generally agreed 
that the diversity of inventories 
among warehouse wholesalers was 
the cause of the varied associa- 
tions covering this branch of the 
trade such as the Woodwork Job- 
bers’ Association and the Nation- 
al Building Material Distributors’ 
Association. 


Wholesalers Have Diversified 
Problems 


In discussing the serious prob- 
lems of the warehouse wholesaler, 
it developed that many of them 
were national in scope, universal 
in application and beyond solution 
on a product or regional basis. 
This thinking generated the ques- 
tion: “Is there a need for a fed- 
eration of regional and product as- 
sociations into a national associa- 
tion of warehousing wholesalers of 
the building industry?” 

No one questioned the need for 
both regional (for example, the 
National Plywood Distributors’ 
Association) specialization and em- 
phasis; but it was felt that there 
might be a real need for a nation- 
al voice of warehouse wholesaling. 

The discussion broke the prob- 
lems into three categories: 


1. Universal problems — those 
applicable to everyone in the ware- 
house wholesaling business, includ- 
ing such crucial items as manu- 
facturer relations; dealer rela- 
tions: training and education; mer- 
chandising, integration. 


2. Specific product problems— 
those covering such items as ply- 
wood, millwork, metal products, 
hardwood plywood, hardwoods, 
ete. 

3. Regional problems — those 
embracing the major marketing 
areas of the country. 

It was felt that a national fed- 
eration of the existing regional and 
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product warehousing wholesale as 
sociations could be developed to 
hand'e the problems in group one 
while the associations making up 
the federation could handle the 
problems in groups two and three. 

There was no thought of dis- 
mantling any of the existing as- 
sociations or disemployment of any 
of the personnel engaged in whole- 
sale association work in the indus- 
try. Rather, the thought was to 
develop a structure in wholesaling 
similar to that of the National Re- 
tail Lumber Dealers’ Association. 

With such a national structure. 
national conventions could be had 
where the morning session might 
be devoted to regional and product 
problems, and the afternoon ses- 
sions to the overall problems. 

The investment in warehouse 
wholesaling in the building indus- 
try runs into hundreds of millions 
of dollars. If this power could be 
applied to the major problems of 
distribution, research, marketing, 
merchandising, education and 
training, it would have a tendency 
(a) to stabilize the building indus- 
try structure of distribution which 
has become somewhat chaotic; 
(b) to unify the merchandising ef- 
forts of manufacturers, whole- 
salers and dealers in securing 
greater efficiency at the point of 
retail sale into consumption; (c) 
to lower operating costs per dol- 
lar of sales and (d) to increase 
sales volume and net profit for all 
concerned. 


Comments from the Industry 
Invited 

The American Lumberman is 
glad to send up this trial balloon 
to see if there is a widespread in- 
terest among members of regional 
and product warehouse wholesal- 
ing associations. 

If we find the interest expressed 
by the club car group is quite gen- 
eral, we will be pleased to play 
host co a meeting in Chicago of the 
officers and staffs of existing as- 
sociations to determine if such a 
federation is practical. Comments 
are solicited from all wholesalers 
as well as manufacturers and deal- 
ers who are interested in orderly 
distribution. 

ART HOOD. 
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SAW TOOTH outlines show differ- 
ence between hand and automatic 
shgrpening. A and C are hand filed, 
with irregular teeth and gullets. B 
and D are machine sharpened. (From 
Saw and Knife Fitting Manual, Covel- 
Hanchett Co., Big Rapids, Mich.) 


Saw Blade Tips 


e Saws sharpened on an automat- 
ic sharpener generally have 
greater tooth uniformity (and 
better cutting edges) than do 
hand-sharpened saws, which 
soon develop irregular teeth. 


e The greatest wear on a blade 
occurs at the under edge of the 
teeth; hence any hand filing 
should be done there. 


e The gullets between teeth are 
purposely ground round; don’t 
accept a resharpened blade with 
square-shaped gullets, as crack- 
ing is likely to develop. 


e Too much “kick-back” frem a 
blade may be due to nothing 
more than dullness or too lit- 
tle set, causing increased res- 
sure by the operator. 


e Blue spots on a blade are us- 
ually the result of overheating 
and are often caused by gum 
or pitch. Scrape off with knife, 
chisel or steel wool and always 
keep clean. 


e If possible have more than one 
blade on hand. 


e Make certain that a new blade 
fits the arbor snugly; otherwise 
only part of the teeth will cut. 


e Remember that hollow ground 
blades have little or no set, 
hence are for smooth ripping 
and miter work, but for a fast- 
er feed the ordinary blade is 
better. 
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Wee KNOW-HOW 


MAKES CLEAN, WELL MANUFACTURED MOULDINGS 
’ 5 A . 


, vaial a a “ oh ua 
Using moulding, or better grades of both Pondercsa Pine and The long blanks from these better grades of soft, even textured 
Sugar Pine, moulding rips are cut from the random width Western Pines develop less defects running through the mould- 
boards, resulting in longer lengths of moulding blanks. ing machine, thus raising the average length in shipments. 


Mit 


After passing through the moulder, the piece is end trimmed, 
bundled by size, and is ready for shipment. Constant checking 
for grade follows the mouldings right into the railroad car. 


The man loading the car wears soft-soled moccasins and steps 
carefully to avoid damage or discoloration to the mouldings. He 
lines the car with paper and lays down shavings for cleanliness. 


TW&J, following their policy of providing full moulding lengths to their customers, trims 


and ships the mouldings in odd and even lengths. The carpenter is thus able to fully 
utilize each piece. 


The men who grade the lumber, run the ripsaws, operate the moulders, trim the ends, in- 
spect the products, and load the cars, are each performing a part in the overall job of pro- 
ducing the best possible mouldings for you. This same care holds true on all TW&J products. 


— op quarey ember \ Tar WEBSTER & JOHNSON. INC. 


and lumber products 


ae Wasa 1 Montgomery Street » P.O. Box 173] 
leo GAS & SAN FRANCISCO 4, CALIF. STOCKTON, CALIF. 


DOuglas 2-2060 + Teletype SF 531 mY Stockton 4-836] + Teletype SK 2 
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Sales, Earnings Off 
For MacMillan & Bloedel 


A sharp decline in net sales and 
operating revenues is reported by 
MacMillan and Bloedel Ltd., oper- 
ators of Canadian mills, for the 
nine months ending June 30, at 
$96,070,192, as compared with 
$120,717,814 in the like period of 
1952. Income tax provision in the 
period was $9,952,503, as compared 
with $15,364,755. Net profit for 
the nine months was $9,900,939 
or $1.87 per share, compared with 
$13,086,805 or $2.48. 

In the three months ending June 
30, net sales and operating revenue 
totaled $35,702,336, as against 
$45,654,136 in the like 1952 quar- 
ter. Income tax provision was 
$4,155,596 against $3,973,100. Net 
earnings totaled $4,173,950, or 
$0.79 a share, as against $3,384,- 
193, or $0.65 a share in the June 
quarter of 1952. 

It is anticipated that lower log- 
ging production and lower lumber 
prices, together with mill shut- 
downs for vacations, will reduce 
earnings in the last quarter of the 
company’s fiscal year. 


Tacoma Reports 
Strikes, Soft Market 


Labor troubles and a continua- 
tion of the general softening of the 
lumber market are the principal 
bugaboos of the industry at the 
moment in the Tacoma and south- 
west Washington area. 

Labor difficulties center chiefly 
around the strikes involving Inter- 
national Woodworkers of America 
(CIO) employes of the St. Paul & 
Tacoma Lumber Company and the 
Simpson Logging Company in and 
about Tacoma and Shelton, respec- 
tively 

Approximately 1,000 St. Paul & 
Tacoma mill and logging camp 
workers struck July 27 in a con- 
troversy union spokesmen de- 
scribe as “primarily” concerning 
working conditions. Union spokes- 
men said wages were not a matter 
of dispute at present. 

Approximately 1.050 employes 
of the Simpson Logging Co. struck 
on the some dav in Mason and 
Gray’s Harbor counties. Two mills 
and the Simnson fiber plant in 
Shelton and the company’s railroad 
and logging operations in the two 
counties are affected. The Simp- 
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DOLLARS DEFICIT 
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son plywood plant and boom oper- 
ations in Shelton and the door and 
plywood plants in McCleary are 
not under contract with the strik- 
ing union. 

The union is demanding a 12!4¢ 
hourly wage increase, three weeks 
vacation after 10 years, travel 
time for woods crews, checkoff for 
family coverge on insurance prem- 
iums and call time for railroad, 
shop and train crews. 

At Raymond, an official of the 
Twin Harbor Lumber Company 
said their A mill, employing 25 
men on each of two shifts, has 
shut down indefinitely as of July 
30. However, the Olympic Hard- 
wood Co. Mill No. 2 in Raymond 
is planning to start a night shift 
employing 30 men soon. The shift 
will work on a trial basis until 
the company can discover whether 
the night shift can match the 125,- 
000-board feet production average 
of the mill’s day shift. 

An overall 35% reduction in 
Douglas fir plywood production is 
scheduled by three plywood fac- 
tories whose output is sold by 
Northwest Door & Plywood Sales, 
Inc., of Tacoma, according to an 
announcement in Tacoma August 
7 by H. E. Tenzier, president of 
the sales company. The firm sells 
for Paragon Plywood Corp., of 
Crescent City, Cal.; Brookings 
Plywood Corp. of Brookings, Ore., 
and Northwest Door Co. of Ta- 
coma. Tenzler said the reduction 
follows a curtailment of 16% in 
July plywood production at the 
same three plants. 





DOLLARS DEFICIT 





Lowered output follows the us- 
ual seasonal drop in demand for 
panels in mid-summer, Tenzler 
said. He anticipates however that 
the fall pick up will restore pro- 
duction to normal early in Septem- 
ber. 


Price Declines 
At Seattle Market 


The market continues weak with 
further price declines in fir and 
hemlock dimension. Number 3 and 
4 Ponderosa pine common is weak- 
er and Engelmann spruce dimen- 
sion is softer. Buyers are lethargic 
and few bright spots can be found 
in current trade manipulations. 
August dog days are present in 
fact. Government hesitation and 
some cancellations are an adverse 
factor particularly in cargo ship- 
ping. A number of strikes have 
not yet affected production much. 
Good weather and lack of fire con- 
ditions have been conducive to 
large production. 

Green fir dimension has dropped 
$2 and there is more to be had 
than buyers to take it. Mills are 
trying to force log prices down. 
Fir uppers are steady. Transits 
are not a good bet; many cars sell- 
ing below expected prices. Most 
board prices are holding. Upper 
and industrial pine items are hold- 
ing. Hemlock dimension drops cor- 
respond to those in fir. There has 
been a good call for cedar boards. 
Cedar lumber is holding but the 
mills need business. No. 2 XXXXX 
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INSULATED DAYLIGHT 
THAT HELPS YOU 
**SEE’’ MORE SALES 


Sell Insulux Glass Block’ and profit from the increasing 


interest in this versatile, practical building material 


W, ata 
hat homeowner wouldn't like a ‘‘see 
through” wall as attractive as this one? 
You can profit from such a desire by 
featuring, sugyesting, pushing greater 
use of Insulux Glass Block panels 

Insulux panels are as practical as they 
are beautiful. You can recommend them 
with contidence. They have the insulating 
ethciency of an &-inch brick wall 
wont frost or sweat in winter. Patterns 
are available in a wide variety from the 
clear block shown above to those that 
restrict sight completely. 


Applications are practically limitless 
Stairwell, kitchen, uclity room and base 
ment— to name just a tew places can use 
glass block panels to advantage. Plan now 
to push—-and protit trom—-this versatile 
practical building material. 
4 4 4 
For information about how you can 
profit from the increasing use of Insulux 
in home, school, tactory, or commer 
cial building just write Insulux Glass 


Block Division, Kimble Glass Company, 
Dept. AL-8, Box 1935, Toledo 1, Ohio 


ENwe 
NY BC AY, . ~\ 


Because she does much of her work at 
her kitchen counters, suagest counter 
lighting to brighten these working 
surfaces. Her wall of daylight won't 
rust, rot or lose brightness no matter 
how often washed or splashed. An 


asional wipe renews the sparkle 


Counter lighting with Insulux 
Glass Block adds glamour to nor 
mally dark spaces. Used in the laun 
dry a panel brings plenty of soft 
ight right down on active working 


surfaces 


“see-out” dining nook. A panel 
f x super-clear Glass Block lets 
out but ends problems of 
ind because of its high 

$ icy drafts 


omtortable 


Literature for any Insulux Glass 
Block application is available free 
of charge just by writing to the 
address at the left 


KIMBLE GLASS COMPANY 


Toledo 1, Ohio —Subsidiary of Owens-Illinois Glass Company 





shingles have a good call but de- 
mand for other grades is still 
weak. Prices are steady. Shingle 
production is still considerably cur- 
tailed. 

South Africa is in the market 
for six and a half million feet, 
mostly 9” widths with three thick- 
nesses and lengths averaging 16’ 
to 40’ and the lumber must be high 
grade. This mades a difficult order 
to fill as mills making this lum- 
ber would have much common left 
over, which has no sale among 
U.S. consumers. Some effort is be- 
ing made to get a number to pool 
together on this business but it is 
likely the order will go to Canada 
where the commons can be dis- 
posed of. 


Market Slow 
At Kansas City 


Lumber business in the South- 
west entered a lull, partly occa- 
sioned by vacation periods at the 
industrial plants and little interest 
manifest by the farm trade during 
the busy harvest season. While 
the lumber market in the main was 
slow and draggy, price lists were 
maintained generally. In _ fact. 
prices of boards were upped about 
$1 on the East side of the Missis- 
sippi on account of a shortage of 
air dried stock. 

Mills were quoting 1 by 6 No. ? 
boards at $78 to $81 and the &” 
boards at $80 to $83. On the West 
side of the river, kiln-dried stock 
remained unchanged at recent lev- 
els. On a few surplus items mills 
were offering some _ concessions, 
but this was not the general rule. 

Mills report that inquiries from 
furniture and box factories were 
substantial and indications are 
that considerable orders will be 
placed for lumber in the immedi- 
ate future Railroads were doing 
very little 

Light Retail Buying 

Retail yards were buying spar- 
ingly even though their inventory 
position was low. The Federal Re- 
serve Bank of Kansas City reports 
that 174 line yards in seven South- 
western states at the start of July 
had 7°) less inventory than a year 
earlier. Sales in July were 14° 
below a vear ago and for the first 
six months the volume was off 
11°%. Wholesalers’ sales for June 
were 12° less than a year earlier 

The disappointing sales total 
could be traced to the drop in 
building activity in the Southwest 
The Federal Reserve Bank report- 
ed that residential contracts 
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Do-It-Yourself 


More dealers are going after do-it- 
yourself business. Read about the 
profits, problems (and how to solve 
‘em) in this dealer case history story. 
It’s a big five-page feature. Look for 
it Sept. 7 in American Lumberman’s 
Fall and Winter Merchandising Issue. 





awarded in June were 64% less 
than a year earlier and that the 
total for the six months ended 
June 30 was down 32°. Total con- 
tracts awarded in the district was 
off 37% and down 18% for the 
six-month period ended June 30, as 
compared with a year earlier. 


Shipments Nationally 
5.5% Below Production 


Lumber shipments of 506 mills 
reporting to the National Lumber 
Trade Barometer were 5.5°% below 
production for the week ending 
August 1, 1953. In the same week 
new orders of these mills were 
6.8°, below production. Unfilled 
orders of the reporting § mills 
amounted to 41% of stocks. For 
the reporting softwood mills un- 


filled orders were equivalent to 23 
days’ production at the current 
rate, and gross stocks were equi- 
valent to 54 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
3.6% above production; new or- 
ders were 4.1% above production. 

Compared to the average cor- 
responding week in 1935-1939, pro- 
duction of reporting mills was 
64.6% above; shipments were 
60.2% above; new orders were 
54.3% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
5.4% below; shipments were 9.2% 
below, and new orders were 9.4% 
below. 


Western Pine 


For the week ending August 1, 
1953, 109 mills reporting, produc- 
tion amounted to 80,236,000 feet. 
Orders were 76,403,000 feet, 4.8 
helow production. Shipments ran 
to 78,925,000 feet, 1.6% below pro- 
duction. Orders were 3.2% below 
shipments. 

The same week a year ago pro- 
duction was 75,828,000 feet, orders 
were 75,318.000 feet and shipments 
were 80,839,000 feet. 


Southern Pine 


For the week ending August 1, 
1953, 115 mills reporting, produc- 
tion amounted to 17,516,000 feet. 
Orders were 16.684,000 feet, 4.75 
helow production for the week. 
Shipments were 17,414,000 feet, 
0.58°7% below production. 

The same week a year ago pro- 
duction was 15,867,000 feet, orders 
were 15,943,000 feet and shipments 
16,422,000 feet. 
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Dear—but that isn’t the kind of Wallpaper 
you lick like a postage stamp.” 
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Lumber Prices at Press-Time 


The following index is intended merely 


a compilation and average of 


useful in following market 
mately ten days 


trends 
before 


DOUGLAS FIR 


Verticn! Grain Flooring 
: D 
1x4 165.00 100.00 
lat Grain Flooring 
1x4 13 
1x6 


Drop Siding 
Ix6 (EP At 
1x6 (Pat 
Celling 
Sgx4 . 125.00 
1x4 5-125 


80.00 
80.00 


Boards and Sh plap and 2” (Green) 
1x6 Ix? 1x10 1x12 
No 1 62.00 33 63.00 71.00 
No 00 > oo 00 62.00 
No , 18.00 5 4° 56.00 


No. 1 Dimension 
14 18. OW 
66.00 66.00 
6.00) 63.00 
63.00 63,00 
63.00 63.00 
63.00 63.00 
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64.00 G3. ow 

63.00 1.00 
C2.00 64.00 Coo 
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Dimension 
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5S.00 
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GOo.00 
HO.00 
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RED CEDAR SHINGLES 


Roynis 
No. 1 24” y 13.25-13.5 
No. 2 24” / 
24” 


No. 3 
Verfections 
No. 1 


No 
No. : 
XXXX) 
No 
No 
No 


WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
curs, new bundling, 6 to 10’ are: 
Beveled Siding, 12 Inch 

Clear 

x4 inch 85.00 

x5 inch 80.00 

x6 inch 100,00 
x8 inch 125.00 120.00 
Clenr Bungalow Siding, % Inch 

8 inch 160.00 155.00 125.00- 

10 inch 185.00 180.00 155.00 

12 inch 190.00 185.00 150.00 
Minish Bo and Btr. S2 or 48, 
to 16° 


250.00 
265. 00 
Ceiling or Flooring, B and Ber, 9-16’ 
B&Btr. Cc D 
BRO cicccocvcscscdeee 18 90.00 
x 115.00 95.00 
Discount on mouldings 620° -20° odd 
lengths, 
Series 8,000 
Listing under 4.00—list 
cent. 
Listing 400 and 
per cent. 
Clear Lattice, 5/16” 
100 lin. ft 


plus 35 per 
over—list plus 35 


x 1-3/4”"—2 to 19” 
1.5 
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and as a check on purchases made 
receipt of the magazine. 


market price changes since the last issue 


as a check on buying practices. 
mill prices at press time and should not be 
sidered as current on the day the magazine is received. 


The prices shot 
Bold face listings 
the Editors. 


WESTERN PINES 


Ponderosa Pine 


Selects 
1/4 RW 
250.0 
Shop. S28 
/4 
6/4 aes 
Commons, S2 or 48 
2&Bt No 
Ix § RL 128.4 S0.00 
Ixl2 RL 128.4 SO.00 
Idaho White Pine 
Selects S2 or 48 
1x4 1x6 1x8 
C&Btr. RL 270.00 271 00 271.00 
D RL ....239.00 239.00 239.00 
Commons, S82 7 No. 1 No, 2 
Ix 6 ee 157.00 145.00 
1x12 -188.00 151.00 
Sugar Pine 
Selects 
S2 or 48 
B&bitr 
C RL 
D RL 
Shop, 2 
/4 
H/4 


{RW 





OAK FLOORING 


Clear Pin x2 i zo x2 
White 160, 120.00 
Red .. 140.00 

Sel. Plain 
W hite 150.00 125.00 
Red ....150.00 25.00 

#1 Com, 
in. White 
& Red 150,00 


1 ». oo 120.00 


119.00 
110,00 


25.00 110.00 
#2 Com. 

'ln. White 

& Red 90.00 
#1 Com, 

& Bt 

Shorts, 


114” 105.00 S5.00 





SOUTHERN PINE 


Vertical Grain Flooring 
B& Btr Cc 
Ix4 160.00 150.00 


Vlat Grain Flooring 


hoe - 140.00 
1x6 ee ... 170.00 

Drop Siding 
1x6 (Pat 
1x6 (Pat 


10.00 
160,00 


#106) 
#116) 
Boards & Shiplap 
1x6 1x§ 
No 1 95.00 100.00 
No. 2 7 70.00 72.00 
No. 3 , 00 60.00 
No. 1 Dimension 
12 14 1s 18 
2x 4 S5.00 86.00 S8S.00) 98.00 
2x 6 S1.00 82.00 82.00 
2x & 54.00 84.00 84.00 
x10 94.00 94.00 95.00 92. 
2X12 100.00 100.00 100.00 111.00 
No. 2 Dimension 
2x 4 82.04 83.00 
x 6 78.00 79.00 
2x 8 7800 79.00 
2x!0 8200 88.00 83.00 
2x12 82.00 83.00 &3.00 
3 See R/L Only 
51.00 
50.00 
50.00 
49.00 


150.00 
150.00 


140.00 
140.00 


1x10 

110.00 
72.00 
60.00 


85.00 
80.00 
80.00 


95.00 
89.00 


It is 
conh- 


ild be 
approxi- 


denote 


{Rw 


265,00 


No, 2 


110.00 
110.00 


No. 4 
o1.ao 
o10ae 


1x10 


278.00 
250.00 


No. 3 
118 00 


118.00 


1RWwW 
2 SO.00 
240 oon 
No. 3 


son 


SO.00 


100.00 


100.00 


D 
150.00 


90.00 
120.00 


110.00 
110.00 


1x12 


REDWOOD 


Bevel Siding 


2x 4 V.G. Clear All Heart. 
x 6 V.G. Clear All Heart 
x 8 V.G. Clear Heart 


90.60 
100,00 
110.00 
. 117,00 
145.00 
155.00 


All 
Clear All Heart... 
Clear All Heart 
Clear All Heart 
Clear All Heart 
%x § V.G. Clear All Heart... 
4x10 V.G. Clear All Heart... 
4x12 V.G. Clear All Heart.. 


sx 6 V.G 
sx 8 V.G 
8x10 V.G 
4x 6 V.G. 


Note: A grade V.G. Redwood Siding 
$5.00 less for 4%, % and \% in above sizes 


Anzane Siding 
Clear All Heart 
Clear All Heart 

Deduct $15.00 for 


x10 V.G 
x12 V.G 
Note 


240.00 
250.00 


Grade 
Finish 
S4s . 120,00 
120. oo 
70, 
180.00 


Grade 1x4, 1x8 deduct $10, 
1x10 and 1x12 deduct $15 





WESTERN HEMLOCK 


Vertical Grain wes 
B& Bt Cc D 
150. 00 140.09 100.00 
Flat Gratin Floortng 


10.00 125.00 


150.00 


75.00 


100.00 


Siding 
Ix (Pat 
1x6 (Pat 


Drop 
150.00 
150.00 


90 00 
90 00 


145.00 
145.60 


#106) 
#116) 


Ceiling 
vax4 weee-eee 105.00 100.00 
1x4... 110-120 106-115 


70.00 
90.00 


Boards and Shiplap and 
2” (Dry) 
1x6 1x8 
No ! 76.00 
No 2 70.00 
No 5 53.00 


1x10 
78.00 77.00 
72.00 70.00 


55.00 5.00 


No. 1 Dimension 


12 14¢ 5 1+ PAL 

65.00 65.00 68.00 65.00 
65.00 66.00 oS.00 GS.00 
O7.00 65.00 65.00 
O5.00 ooo Tae 
65.00 O56.00 T7100 


61.00 
O1.00 
63.00 J 
61.00) 63.00 
61.00 61,00 


No. 8 Dimension /t, 
i 


64.00 
61.00 
61.00 
61.00 
61.00 


Only 


64.00 
64.00 
1.00 
rao 
o1.00 


e100 
64.00 
6.00 
O.00 
66.00 


50.00 
19.00 
17.00 
17.00 

7.00 





ENGELMANN SPRUCE 


Bonurds and Shiplap 
tdry) IXo 1x8 1x10) 1x12 
No 2&Rtr 119.90 108.06 108.00 115.00 
No & itr 78.00 79.00 S00 


79.00 


No, 1 Dimension 
19. 14° 16s 1R. 

4 69.50 68.50 6GO.50 oN.ne 
2x 6 68.50 6850 68.50 GO.0 
2x 8 6O.50 8One by OOO 
2x10 GOO 6M 6O.50 EO.O 
2x12 60.50 6850 68.50) Ef.no 


69.50 
OO.50 
CO.50 


2 Dimension 
63.00 63.00 64.00 63.00) 6250 
% 63.00 oo “ “ 
62.00 67.00 
O2.00 oy O70 
2x12 4 1 8.00 7.50 O7.n0 
(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 2. Mills 
do not grade out No. 3 dimension sep 

ly as in fir.) 


iratel 
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Boards or Buildings? 

Interesting indeed is a recent sur- 
vey which indicates that less than 
one-fourth of today’s lumber yards 
are set up to serve women customers 

Yet women influence very greatly 
a surprising large percentage of 
building materials not as boards, 
2x4’s and such but as new homes, 
modernizing, remodeling, repairs and 
so on down the long, long list of the 
countless things that can be done 
with the many items now stocked in 
the modern lumber yard. Actually 
lumber yards need not take a back 
seat for any other retail establish- 
ment as far as women are concerned 
when the emphasis is put on USES 

Yet lumber dealers generally are 
still more inclined to sell “raw’’ ma- 
terials out of the pile than they are 
in translating them into complete 
units which, of course, is what 
women, or anyone else for that mat- 
ter, really are trying to buy. 


. +. What to do when sales sag: 
Be sure your selling setup con- 
forms to the buying preferences 
of potential users of your mate- 
rials. 


Door-to-Door Experiment 

Try this sometime. Select one of 
the best boards you have in stock. 
Cut off a good sized sample—one 
that will fit in your car. Make a 
house-to-house canvass, calling on the 
women folks. Tell them you have re- 
duced the price on boards, Quote the 
price per M. 

Make it your actual cost. Then 
reduce it another 25% or even 50% 
Regardless of how low you _ go, 
chances are you won't arouse a flick- 
er of interest. As a matter of fact, 
when hubby gets home that evening 
the little wife’s report will probably 
be something like this: “Mr. X was 
here today trying to sell me a board. 
Goodness sakes, isn’t the price of 
lumber awfully high?” 


. Hard question: Why quote 
the price of a thousand feet of 
lumber to the prospect who needs 
only a few boards. 


What Price Is “High”? 

$200 (the price of a thousand feet 
of good lumber) is a _ considerable 
sum of money for the average person 
Or it seems that way. It will come 
close to buying a TV set, a gas stove, 
a good davenport, a reconditioned re- 
frigerator, and a great many other 
things that are near and dear to the 
hearts of women Yet there is sel- 
dom any objection to the price when 
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such purchases are under considera- 


tion. Why? Because prospective 
customers are looking at the finished 
article. In their minds they are fit- 
ting it to their needs—-their conven- 
lence or enjoyment. They SEE what 
they are getting. Nothing is left to 
the imagination. They are not buy- 
ing a pig-in-a-poke. 


. . . Fear is the principal reason 
why people peddle lumber lists in 
search of the low bidder. 


Pig-in-a-Poke Buying 

When it is difficult for a prospect 
to understand whether the price of 
lumber and other building materials 
is high or low, he goes shopping. As 
a matter of fact the long-established 
policy of the retail lumber industry 
of figuring on lists of materials ac- 
tually INVITES shopping. Further- 
more, it is not uncommon for lum- 
ber dealers to ask prospects to get 
someone to make out a list, bring it 
in and have it figured. Such a policy 
can only end in price-cutting that be- 
comes more and more vicious as sup- 
ply catches up with demand and 
building materials become plentiful 
Under such circumstances it often is 
practically impossible to make profit- 
able sales. Someone is always cutting 
under. 


... The answer to the question of 
how to make business better is 
“Get women interested in your 
lumber yard.” 


Make It Simple 


The lumber dealer with the board 
on his shoulder couldn't interest 
women in buying it at half of what 
it cost him because they did not 
have the imagination to translate 
it into any of the many things they 
needed around the house. 

No electrical appliance salesmar 
would ever try to interest a woman 
in a washing machine or a dish- 
washer or anything else, by showing 
her a piece of steel and quoting her 
the price per ton. Yet this is the 
equivalent of trving to sell boards 
at so much per M and requiring the 
purchaser to figure out how to use 
them to modernize or remodel the 
home. That is doing it the hard way. 
To sell successfully, and profitably, 
keep it simple! 


... The more that is left to the 
imagination of the customer. the 
herder it is to make a profitable 
sale. 


August 





Two “Lacks” That 
Hurt Sales 


Women shun lumber yards, ac- 
cording to the survey mentioned 
above, because they don’t know build- 
ing materials and because lumber 
dealers are not set up to show them 
how to use the materials to obtain 
the end results they hope to accom- 
plish. The prospective customer lacks 
the imagination and the lumber 
dealer lacks the facilities to sell her 
what she is really trying to buy 
the complete unit. These two “lacks’’ 
are largely accountable for the high- 
iy competitive situation which now 
prevails in the retail lumber indus- 
try. It constitutes the principal reas- 
on for sagging sales and plummeting 
profits. They force the transaction 
into the hands of a go-between which 
in most cases is the contractor—the 
man who completes the unit. He adds 
nis labor to the cost of the materials 
Naturally he buys the materials 
from the dealer who quotes the low- 
est price. 


... The nearer you can come to 
Selling the complete unit the less 
competition you will encounter. 


All in the Same Direction 
The trend is all toward the com- 
plete unit... and usually on a 
monthly payment basis. That is the 
easy and profitable way to make 
sales. Yet a large segment of the 
lumber industry still tries to do it 
the hard way ... by bidding on ma- 
terial lists rather than selling the 
complete unit to the woman who 
really controls the purse strings. 








Popular Impulse Items 


Which impulse items sell best? 
Kitchenware, light appliances, elec- 
trical accessories? The Fall and Win- 
ter Merchandising Issue, Sept. 7, will 
list and illustrate a score of these 
leaders that build traffic. It’s another 
plus feature of this big, annual issue 
of American Lumberman. 
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Builders are 
asking for 


FOLLANSBEE TERNE METAL 


ARE YOU GETTING YOUR SHARE 
OF THIS BUSINESS? 


If you're after quick profits and fast turnover, it will pay you 
to stock high quality Follansbee Terne Metal. Builders every- 
where are asking for this versatile roofing and weathersealing 
material. Be ready to get your share of this business by ordering 
a large stock today. 























Remember, Follansbee Terne Metal has hundreds of applications, 
You can recommend it for: 









® Roofing © Gutters 

® Valleys © Weathersealing 

® Flashings © Termite Shields 

® Copings ® Cold Air Return Ducts 


Follansbee is a recognized brand and a symbol of quality in the 
roofing and sheet metal field. Backed up by hard-hitting adver- 
tisements every month in the leading trade papers, Follansbee 
Terne Metal is creating a large, nation-wide demand at supply 
dealers. Smart dealers are after their share of this lucrative 
Terne Metal business. 







Follansbee Terne Metal is tough, easily-worked, copper-bearing 
steel, hot-dip coated with a lead-tin alloy ... pa 2 in 50-ft. 
continuous, seamless rolls, in widths of 4°, 6’. 7, 8’, 10’, 12”, 
14°, 20”, 24’, and 28”, and in 8, 20 and 40 lb. coating weights. 












Why not join the growing ranks of profit-minded dealers and order 
a large stock today? Call your nearest sheet metal distributor. 


FOLLANSBEE STEEL CORPORATION 


GENERAL OFFICES, PITTSBURGH 30, PA. 


COLD ROLLED STRIP SEAMLESS TERNE ROLL ROOFING 
POLISHED BLUE SHEETS AND COILS 
Sales Ofices—-Chicago, Cleveland, Detroit, Indianapolis, 
Kansas City, Los Angeles, Milwaukee, Nashville, New 
York, Philadelphia, Rochester, San Francisco, Seattle; 
Toronto and Montreal, Canada. Mills—Follansbee, W.Va 
FOLLANSBEE METAL WAREHOUSES | 
Pittsburgh, Pa. Rochester, N.Y. Fairfield, Conn. 


‘ 
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Endy Steps 


TO MORE SINK-TOP PROFITS! 






CALL THE HUDEE DISTRIBUTOR 
IN YOUR AREA, OR WRITE TO 
THE SELCK FACTORY, AND. . 


SELL AND INSTALL HUDEE 
SINK FRAMES WITH, ALL YOUR 
SINK AND VANITY TOPS .... 






-+.-and you are on the way 
to profitable, easy to install, 
quality sink-top jobs that you 
can confidently guarantee. 








Pot. No 
2,440,741 






Guarantee yourself more Sink 
Top Profits by using the PROVEN 
method of counter top sink in- 
stallation. 





HUDEE’s the one sure way to 
a@ permanent, watertight, sani- 
tary sink bowl or lavatory instal- 
lation. Better counter or cabinet 
top installations can be your 
sure way to increased business 
—increased profits. 














Cross-section shows how the sink 
top covering, sink frame, and 
sink bowl are efficiently com- 
binedto make self-sealing unit. 


NATIONALLY ADVERTISED 





ee ee 





Use only the Sink Frame bearing this Seal 


225 West Hubbard Street 
Chicago 10, Illinois 


IN CANADA: Walter E. Selick and Co. Ltd., Toronto 


AND COMPANY 
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WHAT’S NEW 
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New Motor Driven Sander 


A rotary motor driven sander 
with straightline reciprocating ac- 
tion has been placed into produc- 
tion by the Dremei Mfg. Co., Ra- 
cine, Wis. This new Model 53 is 
a motor-driven sander which of- 
fers straight-line action. The mak- 
ers say it will not gouge, leave lap 
marks, cut orbital swirls, or other 
hard to cover abrasive patterns. 

Compact in construction, _ it 
weighs approximately 5', pounds, 
uses standard-size 3°.”x9” abra- 
sive sheets. It has a polished alu- 
minum housing, lifetime sealed 
ball bearings, and is driven by a 
powerful 110-120 volt, 60 cycle 
A.C. rotary motor. Write Dremel 
Mfg. Co., Dept. AL, Racine, Wis. 































New Chimney Housing 


The Van-Packer Corp., manufac- 
turers of packaged masonry chim- 
neys, has developed a new de luxe 
above-the-roof chimney housing. 
Housing is made of sturdy 3/16” 
cement asbestos panels, The shape 
is rectangular, 24”x16!.”, thus 
giving it the desired massive chim- 
ney appearance. The rugged panel 
thickness and special manufactur- 
ing process include a brick design 
with a soft red color and well de- 
fined, realistic mortar lines. 

The pre - painted housing is 
shipped in knocked-down panels 
with angle iron supports. Panels, 
supports and housing cap have 
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Products.... Sales Aids... . Literature 


pre-drilled holes for the sheet met- 
al screws that are furnished. The 
panels cut easily to suit the roof 
pitch and are easily assembled and 
nailed to the roof. Write Van- 
Packer Corp., Dept. AL, 209 S. La 
Salle St., Chicago 4, Ill. 





Porter-Cable Introduces 
New Saw 


A new 7” portable electric saw 
featuring high power and_ speed 
has just been introduced to sell 
for $75 by the Porter-Cable Ma- 
chine Co. of Syracuse, N. Y. The 
Model 115, known as the Contrac- 
tor’s Special, is an _ all-purpose 
heavy duty saw for use by build- 
ing contractors, maintenance 
crews, and in the numerous other 
trades where saws are frequently 
used. 

The Model 115 cuts full 2” stock 
at 90°, and bevel-cuts 2” dressed 
lumber at a 45° angle. It weighs 
only 12% pounds and is comnact, 
being 11” long. Write Porter-Cable 
Machine Co., Dept. AL, 24 Ex- 
change St., Syracuse, N. Y. 


Coronet Plastic Wall Tile 


A new Coronet plastic wall tile 
has been introduced by Hachmeis- 
ter-Inc. The new Coronet is 41,”x 
4',” and conforms to the commer- 
cial standards of the S.P.I. An im- 
proved water - sea! flange and a 
new knife edge enters the cement 
without resistance and forces the 
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cement under the water-seal flange 
assuring a positive waterproof in- 
stallation making this tile safe for 
shower areas and tub recesses. 

A complete line of accessories is 
made to accompany the new tile 
including inside and outside cor- 
ners, feature strip and half tile, 
bull nose cap and bull nose inside 
and outside corners and cleaner 
and polish. 

The 41,” size is available in 18 
pastel marbleized and plain colors. 
Write Hachmeister-Inc., Dept. AL, 
Box 357, Pittsburgh 30, Penna. 























New King Size Paint Scraper 


The Hyde Manufacturing Com- 
pany is marketing a new “king 
size’’ Speedster paint scraper espe- 
cially designed to remove blistered 
and peeled paint from lap siding on 
houses. 

This new professional and home- 
owner tool is 14” long, made of 
hard wood and features a 5” double 
edge blade of high carbon steel. 

This new scraper is to be mer- 
chandised through retail stores 
that sell paint and hardware sup- 
plies. Write Hyde Manufacturing 


Co., Dept. AL, Southbridge, Mass. 








+ 
{ 
TRG EL TY 

i Rha DWH 
New Color Line Siding 

Embossed with handsome stria- 
tions which completely conceal 
vertical points, this new Flintkote 
Color Line insulating siding—be- 
cause of its dark color striations 
and contrasting background - 
gives a two-tone effect when ap- 
plied. 

Color Line siding is produced in 
four eye-catching color combina- 
tions—,ray, green, red and brown. 
In the Midwest, Color Line is man- 
ufactured in Narro-Lap_ widths, 
and in the East, it is available in 
Shake size. These modern siding 
panels are shiplapped on all sides 
with edges painted and coated. 

Write Flintkote Co., Dept. AT 
30 Rockefeller Plaza, New York 
20, N. Y. 

(Continued on page 66) 





LARGE YD 
' PMU raped ben 
TE RRS | 





























When customers can’t lose, YOU 
can't miss on sales and profits. 


ONLY Balsam-Wool Insulation 
offers your customers this 
money-back guarantee 

of complete satisfaction. 


And Balsam-Wool is sold 
ONLY by lumber dealers. * 


t 


Wood Conversion Company 


Dept. 1120-83, | First National Bank Bidg. 
St. Paul 1, Minnesota 


—>\Balsam-Wool® 
> Yi 





Sealed Insulation 


Aet now! Cash in on 


special September 
Here are details on how customers can 


save $15.50 per package on Honduras 


Here’s how the 
big September 
promotion works. 


Head details —& 


1) A. dramatic, full-page, full-color ad fe 
Plankweld will ippear in the 
September issues of House Beautiful, Better Homes 
and Gardens, kor 


Pheu 


ituring 
Honduras mahogany 


Living Young 


Mayasine- 


million , 


Amer wan Home 


Homemakers, and Sunset come 


bined readership im over Jo 


2) Iwo-page ads telling thousands of builders the 
story and how they can help sell their homes taster 
with Honduras mahogany Plankweld 


ippear in the 
August issues of House & Home 


American Builder, 


3) Half page ads directed to the huge do-it-vourself 
market will appear in September in Popular Science 


and Popular Mechanics. 


4) \t the bottom of the consumer advertisement is 


a Special Offer: “Vhe price of Honduras 
| 


mahozany Plankweld is 879.00 per package. Present 


regular 


this ad to vour local lumber dealer betore Oetobet > 
1995 and the price 
lumber 


will be only $63.50. [f vour 
does not have it, visit any United 


States Plywood or U.S.-Mengel showroom. They will 


dealer 


and Practical Builder see that vour order is filled by vour lumber dealer.” 


Here’s the special August-September deal: 
1) Regular lumber dealer price of Honduras 

mahogany Plankweld per package 
2) Special August-September discount 


Hlere’s what you do to get in on this 
big promotion. /t's simple! 
1) Call 


listributor. 


Sov 00 


your nearest United States Plywood or 


U.S.-Mengel 
LO’, S 0.20 


3) Your cost during August and September $16.80 2) Place your order for Honduras mahogany Plankweld at the 
4) Suggested retail price for September only tor pecial LOW discount. 
homeowners and August-September for builders $63.50 


3) | se the free display material. newspaper mats and reprints to 
5) Average local delivery cost per package g 


1.00 tie in to the national advertising push. 
6) Your profit per package $15.70 4) Limber up vour cash-register finger. 


Lat 


all 
rem: s 





ase ee ee eee 
bial 
Here's the beautiful product you'll be selling! 
It's a wall of the world’s finest cabinet wood 
Honduras Mahogany — the favorite of ex- 
pert woodworkers and craftsmen the world 
One Plankweld 
13 (1. 8 ft. high (or even more, allowing for 
doors, windows, or fireplace). Each package 
contains ten &-foot panels Lo!4 inches wide. 


over. package of 


covers 


For the do-it-yourself market vou can show 
how easily Plankweld foes up. Spec ial metal 
clips, supplied in each package, conceal nails, 
Plankweld is 


snugly. 


edge-crooved sO 


Can be 


preces fit 
without furrirg 
directly on studs or over plaster or sheath- 


fastened 


ing. Plankweld also comes in birch, walnut. 
oak, hazelwood and Philippine mahogany. 











Weldwood promotion 
Mahogany Plankweld’ by buying from you. 


Here’s what you get to help you sell during 
the big September promotion. The compelling 
Plankweld counter display is sent free to every 
dealer buying at least 8 packages of Plank weld 
The mounted reprint, newspaper mats, and 50 
reprints of the consumer ad with room for 
dealer imprint are sent free upon request, 





Blanketing the home-owning public, the builder market and the 
do-it-yourself market. these magazines will carry the special-offer story 
to well over 15 million readers. With this barrage of advertising, don’t 
be caught short without a supply of Honduras mahogany Plankweld 
during the big September sales promotion. 


Wi m a Wy a pring Bae Me wire 
are registered trademarks 


United States Plywood C orporation .S.-Mengel Plywoods, Ine. 


Ww gest blymoud Organi Louisville, Ky. 
35 West J4th Street. New York ON, 7. 


TRIBUTING UNITS IN ALL PRINCIPAL CITIE! 





UNITED STATES PLYWOOD CORPORATION, 55 WEST 44TH ST.,N. Y. 36, N.Y. 


Please have your salesman contact me with full details about big 
September Honduras mahogany Plankweld promotion. and 
have him give me free di play material AL-8-53 
There is a W eldwood Product for every part of the home 
@ Concrete forn @ fvterior siding @ Interior ents 
@ Hall and roof nateria @ Doors 


sheathing @ HM estinghouse e- ’ 
@ Cabinets and Vicarta for counters @ Kathrooms and 
huilt-ins table tops and bars Attchens 


NAME 


COMPANY 


ADDRESS 


cily 





NEW PRODUCTS 


(begins on page 62) 


. 
—* 


* 


Phosteem-88 Process 
For Bilt-Rite 


The Michigan Overhead Door 
Company, manufacturers of Bilt- 
Rite all steel garage doors, now 
includes the newly-developed Pho- 
steem-88 process in manufacture. 
This process, developed by the 
Neilson Chemical Company, cleans 
the door and all parts with special 
steam-chemical equipment fol- 
lowed by a scientific steam appli- 
cation which leaves a highly dur- 
able phosphate coating on the met- 
al. The phosphate coating provides 
resistance to rust-—-and provides 


DOUBLE PROFITS 


ROOM DIVIDERS 











a primer surface for painting. 

Write Michigan Overhead Door 
Co., Dept. AL, 6609 Mack Ave., 
Detroit 7, Mich. 


Fluteless Carbide Tipped Drill 


A new type of 
drill has been 
developed by 
the Hayden 
Twist Drill Co. 
specifically de 
signed for drill- 
ing plastics and 
shallow holes in 
cast iron. 

The flutel 
drill consists of 
a shank of drill! 
rod between 
50% and 60° 
of the diameter 
of the earbide 
tip. The shank 
and tip are join 
ed together b: 
brazing. Due t« 
the strength o 
the brazing al- 
loy employed it 
is unnecesary to ey 
provide _ stee! 
pockets or sim- 
ilar guides for the tip. 

In the drilling of cast iron this 








drill is most successful in shallow 
holes. Holes beyond 1!% or 2 di- 
ameters deep should be _ drilled 
horizontally for obvious reasons. 
The drill is not successful on steel. 
It is manufactured in sizes from 
13/64” to 11/16”. Write Hayden 
Twist Drill Co., Dept. AL, 8626 
Lyndon Ave., Detroit 21, Mich. 


New Bruce Chop Block 


A laminated chop block for chop- 
ping, pounding and even cleaving 
meats, poultry and vegetables. The 
heavy durable end-grain hardwood 
block is 11” square, 2” thick 
beautifully crafted, mounted on 
sturdy turned legs. It’s a useful 
gift for kitchen or outdoor bar- 
becue. Individually packed. Write 
™ F Prvre Co., Dept. AL, Mem- 
phis 1, Tenn. 





On “Build Your Own” Furniture 





Newest trend in versatile furniture. 
These metal frames plus your 1” x 
12”s make room dividers, bookcases, 
etc. (Each order comes complete 
with cross braces.) 





Retails Ws. 

Section #R502—27” high | $4.25 | 5 lbs. 
Section #R503—-59” high | 7.95 | 9¥, Ibs. | 
Section #R504—3214” high] 4.95 | 614 Ibs. 























All supports 12” deep 





Anyone can make these to set on the 
floor or hang on the wall. Make any 
length by using the metal frames 
plus your 1” x 10” boards. Pair (in- 
cluding cross-braces) $8.95 retail. 
Added sections $4.50 each. Wt. 91% 
lbs. per pair. 


our units. 





Profits on our Metal Units. 


Profits on EXTRA lumber, 
plywood, paint, varnish, etc. 


Tables— Bookcases—Room Dividers 
—Benches—All made from lumber 
in YOUR YARD NOW-—PLUS our 
metal legs. The Do-It-Yourself 
market is HOT. We started a na- 
tional sensation with wrought iron 
“Build-It-Yourself” furniture with 
Here is a brand new 
extra-profit business tailor made 
for you. Order now and get your 
share of a fabulous new market. 





Height Attach 


HAIRPIN . Ws. 
Specify % r ¥%"’ 
or V2" Rd. Lbs. 5e"' Rd. 

$5.55 3% $5.25 3 
bureau 5.75 / 4 5.45 | 4% 
coffee tbl 5.95 42 5.65 5\¥ 
coffee tbi 6.65 5 5.85 6 
cocktail tbi., bench 6.95 5 5.95 7 
TV, lamp, end tbis 7.95 — 6.75 82 
TV, lamp, end tbis 8.95 


DIAG- | Wts! P YO 
leg Under ONAL Lbs. : — 
National Advertising 
PLUS countercards 
and display material. 
All prices shown are 
subject to 40% dealer 
discount. F.O.B. Los 
Angeles, California. 
Freight allowance 
$1.50 per 100 pounds. 
Send your order 
TODAY! 


Dept.BG 2911 Whittier Boulevard, Los Angeles 23, California 








6” sofa, couch 











dining tbi., desk 13.45 


ANGELUS WROUGHT IRON 
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Semrow Plastics Introduces 
Glue Bomb 


The glue bomb is a product of 
Semrow Plastics Co. The adhesive 
adheres equally well to porcelain, 
wood, fabric, plastic, rubber or 
metal. It is the result of many 
months of research for an all-pur- 
pose adhesive that would give a 
superior bond on all household sur- 
faces. Instead of one tube, the cus- 
tomer gets six small plastic cap- 
sules, each of which has a small 
extended tip. When this tip is 
snipped off, the capsule becomes 
its own applicator. If any glue re- 
mains, it automatically seals the 
opening, where the tube can be re- 
snipped for later applications. The 
remaining capsules can be used as 
needed and the glue remains fresh. 

The six glue bombs are packaged 
in an attractive 3-color display 
card and retail for 25¢. Further in- 
formation is available from Sem- 
row Plastics Co., Dept. AL, 6126 
Northwest Highway, Chicago 31, 
Ill. 


Rockwood Mail 

Recently in - 
troduced, the 
new Rockwood 
Mail Box is a 
sturdy, attrac- 
tive cast alumi- 
num mail box 
which enhances 
the entrance of 
any home. It is 
available in 
sprayed brass 
or dead black 
finish, Write 
Rockwood Mfg. 
Co., Dept. AL, 
Rockwood, Pen- 
na. 


Odorless Paints 


Odorless paints across the board 
in flat, semi-gloss and gloss were 
recently announced by Du Pont. 

Odorless finishes, in addition to 
being easier on the painter’s nose 
and eyes, especially in confined 
areas, will also tend to encourage 
off-season interior painting. How- 
ever, adequate ventilation should 
always be provided. 

The odorless materials nov 
available at Du Pont dealers in 
clude full alkyd flats. Write E. I 
Du Pont de Nemours & Co., Dept 
AL, Wilmington, Del. 


(Continued on next page) 


BuILDING Propucts MERCHANDISER 








GREATER VOLUME + GREATER PROFITS 


| CONSIDER THESE 
ADVANTAGES 








AS COMPARED WITH 
OUTMODED WOOD 
SHEATHING AND 
BUILDING PAPER 


@ Seals home against heat, cold, wind and dust. 
@ Shuts out rain. It is asphalt impregnated. 

© Goes up easily — reduces labor costs. 

© Strengthens bracing strength of the structure. 


Fir-Tex Asphalt Impregnated Insulating Sheathing is available at 
most lumber supply dealers. Ask architects to specify, builders to use 
Fir-Tex Sheathing. Sell building board plus insulation at the cost of 
insulation alone. Enjoy greater volume, greater profits with Fir-Tex. 


INTERIOR FINISH 


All Fir-Tex Insulating 
Board products are 
termite proof. 


trend 


BACKER BOARD 
Fir-Tex Bocker Board 
eliminetes ¢ 


slow 















YOUR PROFIT MARGI 
Z AND MARKET (IS 















YOU SELL 

1 CURVALUM 
aluminum 

| combination 

j ROUND TOP 

l DOORS & 













| YOUR COMMUNITY! 
1 EASY INSTALLATION—It has been proven that 


Round Top Doors are easier to install than 
Square Top Doors 

NO COSTLY INVENTORY Prompt 1 to 2 week 
delivery eliminates need for decler to carry 
stock 

GUARANTEED SATISFACTION—Curvalum Alu 
Products are custom built 
quality standards in materials 


minum Combination 
{ with the highest 

and construction 

NEWSPAPER MATS & WINDOW STREAMERS upon request 


Write for complete ‘Profit Picture’ 
Jiao on closed dealer territories 





and infor- 






curva.uv 










Finest Quality 
ESCREEN 
Rollers 


Convex Face 








Standard 2” 
1/16” face 

Primarily used in putting the screen- 
ing into the frame slot. Can be 
supplied with 3/32" rounded edge. 


a. 


Standard 2” dia. 


For inserting spline into frame after 
screening has been positioned. 
Standard stock sizes are .093, .105, 
.125 and .170 width of face. 


Flanged 


dia. x 
















































Standard stock size is 2” and 
1.5/8" diameters by 9/16" width 
of face. 


Special sizes on all above tools can be 
made to order. Send specifications. 


HOGGSON & PETTIS MFG. CO. 


BOX 1650, WEW HAVEN, CONN, U.S. A. 
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‘YOUR PROFIT MARGIN } 


DOOR MFG. CO. 


15 Prospect Street 
Hewlett, L. lL, N.Y 
Oe A SNE MN ARES SR ce RNC NY 









































NEW PRODUCTS 


(begins on page 62) 





ee te eee 


New Wall Panel 


A new insulated metal wall panel 
for economical curtain wall con- 
struction is now being produced 
by the Steelcraft Manufacturing 
Company. 

These light-weight panels are 
available in galvanized or painted 
steel, aluminum or stainless, flush 
or fluted. They are completely fac- 
tory assembled—including a core 
of fiber-glass insulation-—ready for 
ast field erection. 

Because of design and improved 
methods of attachment, Steelcraft 
Insulated Metal Wall Panels may 
be applied either horizontally or 
vertically for whatever architec- 
tural appearance is desired. Write 
the Steeleraft Manufacturing Co., 
Dept. AL, 9017 Blue Ash Road, 
Rossmoyne, Ohio. 

























Electric Paint Remover 


The “Glo-Torch” is a tubular 
metal sheathed 1000 watt, 115 volt 
unit producing 1250 degrees of 
heat under the heavy gauge stain- 
less steel reflector, giving blow 
torch efficiency without the danger 
of open flame and explosive fuel. 

It weighs only 1%4 pounds. The 
heavy stainless steel blade seldom 
requires sharpening due to the 
toughness of the steel. This blade 
will not nick under normal usage. 

Write Ludlow Products Corp., 
Dept. AL, 1416 Broadway, Sche- 
nectady 6, N. Y. 


Wider Corrugated 


Aluminum Sheets 


Availability of new, wider cor- 
rugated aluminum sheets for roof- 
ing and siding, and also, wider in- 
dustrial corrugated sheets has been 
announced by Reynolds Metals 
Company, through its building 
products division in Louisville, Ky. 





August 24, 1953, AMERICAN LUMBERMAN & 


The new sheets are 48” wide, as 
compared to a 26” width for roof- 
ing and siding sheets formerly 
available, and a 35” width for old- 
type industrial sheets. The com- 
pany says that these wider sheets 
require fewer side laps, making 
possible a significant saving in 
metal area ordinarily used in side 
laps. 

The wider roofing and siding 
sheets are available in .019” (U.S. 
Standard 26 Gauge) and .024” 
(U.S. Standard 24 Gauge). 

The industrial sheets are avail- 
able only in .032” (22 U. S. Stand- 
ard Gauge), and come in lengths 
ranging from five to 12 feet, with 
special lengths cut to order sub- 
ject to inquiry. The material 
weighs 56 pounds per 100 square 
feet of formed sheet. Write Rey- 
nolds Metals Co., Dept. AL, 2500 
S. Third St., Louisville, Ky. 


New CO. Powered Spray Gun 
Has Adjustable Nozzle 


A new im- 
proved model of 
the Becker self- 
‘ontained spray 


gun has_ been 
developed by 
the Sullivan - 


Becker Co., Ke- 
nosha, Wis. It 
is powered by 
low - cost CO 
cartridges and 
is designed for both home and in- 
dustrial use. Called the Model 53, 
it needs no compressor, hose or 
electrical connections, and is as 
portable as a pistol. 

Write Sullivan-Becker Co., Dept. 
AL, Kenosha, Wis. 



























Magni-Tweze 
Now you can pull burrs, splin- 
ters, thorns, etc., that you cannot 
see with the naked eye. Magnify- 
ing Tweezer enlarges lodged sliv- 
ers to three times size and pulls 
them out quick and easy. Enlarged 
view makes sure you get entire 
splinter. Write No-Choke Harness, 
Dept. AL. Coral Gables 34. Fla. 
(Continued on page 70) 





Cows Get the Benefit 
That’s right, cows now have the 
advantage of double-glazed picture 
windows. There’s a good reason for it. 
Read about it in this American Lum- 
berman exclusive in the Fall and Win- 
ter Merchandising Issue, Sept. 7. 





Easy 10 
STOCK 
INSTALL 


and SELL! 





These Hawkins 
Products Are 


Dealer Favorites 














SCREEN DOOR GRILLES | HIDE-A-STAIR 


8 fast-selling designs that 


stair that comes complete 


e | 
“DO-IT-YOURSELF”, Z/7 | Above: ‘‘Cowboy’’—or* of New lightweight METAL 


PULLMAN SASH BALANCE 


Pre-tested—sells itself! 


Clever do-it-yourself kit te replace 


make the finest houses 
look better Silhouettes 
are individually cast 
wrought iron, hand fin 
ished. Grilles adjust to fit 
all single ponel screen 
doors from 2'8" to 3 
wide, any standard height 
Also combination screen 


ly assembled, and packed 
for easy handling and in 
stallation. Pre-tested for 
poundage pull with steel 
hand rail and non-skid 
treads for safety, it meets 
all FHA requirements 
Cannot warp, cannot come 
apart. lag bolted for ex 


worn or broken sash cords in minutes. and-storm doors Pre tra strength. Jems into 
; drilled for furnished joist. rompt ipment 
For householders, landlords, handy- ecreucs:. tauaindien tees from factory eliminates 
men, carpenters. Guaranteed. Fool- only a few gninwstes large inventory 

ee : : White enameled for last 
proof, easy to install. Selling by hun- ing beauty 
dreds in test stores. Your jobber has 


it, or write for data, free sales aids: 


Write today for free catalog and low price list! 


MANUFACTURING CORP. 
PULLMAN 325 HOLLENBECK STREET HAWKINS IRON COMPANY, INC. 
ROCHESTER 21, NEW YORK 





315 North 4th St. Dept. Al Birmingham 4, Ala 








PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
Trade Mort High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 
we Manufacturer and Distributor 


y; PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 




















TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 
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NEW PRODUCTS 


(begins on page 62) 


Truck with Electric 
Transmission 


The “Dynamotive” first gas- 
powered industrial truck with elec- 
tric transmission, was introduced 
at the Fifth National Materials 
Handling Exposition in Philadel- 
phia by the Automatic Transporta- 
tion Co. The truck was designed 
by B. I. Ulinski, Automatic’s direc- 
tor of engineering. It features 
‘lectric, infinite step transmission, 
eliminating need for torque con- 
verters, clutch, overdrive mechan- 
isms, and gearshifting, thereby re- 
ducing “down time.” Write Auto- 
matic Transportation Co., Dept. 
AL, 149 W. 87th St., Chicago, II. 


Looky-Talky Talk-Thru 
Window 


The Sun-Sash Company announ- 
ces a new patented germ-proof 
draft-proof window that can be 
used for offices, reception roor 
railroad stations. hospitals, etc. 

The “Looky-Talky” window con- 
sists of a membrance which trans- 
mits sound as if there were no 
window at all. A carrying frame 
supports the membrane and it is 


inserted into the outside rims that 
support the complete unit. A metal 
disk is provided that can be ir 
serted into position for after of- 
fice hours or when the window is 
not being used. 

Write Sun-Sash Co., Dept. AL, 
38 Park Row, New York 38, N. Y. 


Clear Finish for Paneling 


This new clear finish for wood 
paneling leaves a rubbed effect 
with only two coats. The manufac- 
turer states that it will not turn 
yellow or darken with age. The 
product accentuates the wood’'s 
color and grain values, is water- 
proof, washable and leaves a firm 
protective surface. The product is 
easily applied with a brush and no 
fillers, stains, paints or waxes are 
required. Write Evans Lumber Co., 
Dept. Al. 1698 Genesee St. Buf- 
falo, N. Y. 


New Nail Merchandiser 


Introduction of a new self-serv- 
ice merchandiser for aluminum 
nails is announced by Reynolds 
Metals Company, through its build- 
ing products division in Louisville, 
Ky. The brightly-colored display 
stand makes it possible for the 
small retailer to go into the nail 





business with a minimum invest- 
ment. It holds 20 packages of alu- 
minum nails in an assortment. of 
the 14 most popular types and 
sizes. Write Reynolds Metals Co., 
Dept. AL, 2500 S. Third St., Louis- 
ville, Ky. 


(Continued on page 72) 








Special Dealer Services 


Many dealers agree that service is 
what makes the sale. Customers go 
where they get service, where the sales 
people are pleasant and accommodat- 
ing. See what special services other 
dealers offer. Another outstanding ar- 
ticle in American Lumberman’s Fall 
and Winter Merchandising Issue. 
Sept. 7 


Sugar Pine and Ponderosa Pine 


from our own Large Timber Resources 






Sugar Pine — 
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Ponderosa Pine — 


Mixed Cars to the Trade -- Our Specialty 


Mouldings — Kiln Dried Top Quality 


A Dependable Source of Supply 


Interior Trim — Jambs — Frames 
Incense Cedar Venetian Blind Slats 
Cut Stock — Glued-up Panels — Box Shook 


The Ralph L. 


SMITH 


Lumber Company 


ANDERSON. 
CALIF. 


MILLS at ANDERSON & CASTELLA 
SALES OFFICE at ANDERSON, CALIFORNIA 


Douglas Fir — 


August 24, 1953 


White Fir — 


Incense Cedar 
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FOLDING 
DOORS 






































J 


Covered with \ -=--"—. 


In 5 beautiful colors! 


Gray Green Red Off-White Mocha 
The Fashion Leader Among Folding Doors 


Wonder-Fold doors are priced for the 
mass market! They have taken fold- 
ing doors out of the luxury class and 
made them available to everyone! 
You'll get more orders, larger orders, 
by selling Wonder-Fold, the fashion 
leader among folding doors! 


Wonder-Fold doors are covered with 
Fashon, a vinyl plastic material with 
beautiful colors, a warm and appeal- 
ing texture. Fashon carries the Good 
Housekeeping seal of approval; it 
won't crack or peel, and it's fire- 
resistant! 


Wonder-Folds are designed with ex- 
clusive, patented W folds that make ao 
lighter, sturdier door that stacks smaller 
and more neatly. The lightweight door 
means less track strain, less freight 
costs. 


Wonder-Folds are backed by all the 
sales aids you need: miniature sales- 
man’s carrying samples or counter dis- 
ploys; newspaper mats, fabric swatch 
samples, envelope stuffers, circulars, 
etc We help you sell the Wonder- 
Folds you buy! 


DISTRIBUTORS—Write, wire or- phone 
today! 


RETAILERS: We'll send name of your 


iebber! - « . for the “do-it-your- 


self market! 


WISCONSIN DOOR SALES CO. 


TExas 4-8008 
10101 Lyndon Ave.,, Detroit 21, Mich. 


Burtitp1inc Propucts MERCHANDISER 








@ Quality is the \ 
first thought at 
Southern Pine 
Quality has been 
the first thought of 
three generations at 
Southern Pine. 
Quality has made our busi- 
ness great and enduring. 
Southern Pine Quality will 
make your business great 
and enduring. 
Quality service, too! 
We can load your lumber and 
timbers (pine and hardwood, 
treated or untreated), flooring (oak or 
pine), specialty production, and treated 
fence posts... all on the same order! 
And it’s big mill! 
Southern Pine Lumber Company 
big mill at that! 
Who else but Southern Pine can do it? 


ft 


SOUTHERN PINE 


LUMBER COMPANY 


Box 368A Diboll, Texas 








NEW PRODUCTS 
(begins on page 62) 


Peels Off Paint 


A new paint remover that is said 
to “peel off paint” has recently 
been released by the Klean-Strip 
Co. The product is available to 
dealers in a try-it-yourself display 
that contains 12 pints. The prod- 
uct is fast and clean because it 
breaks away the old finish—doesn’t 
just dissolve it. It requires no af- 
terwash. One application removes 
several coats of any finish — even 
baked enamels, lacquers or syn- 


Inc., Dept. AL, 2340 S. Lauderdale 
St., Memphis 6, Tenn. 


Richmond Announces 
New Lavatories 


An entirely new modern roll- 
rim lavatory plus a number of new 
sizes have been added to the Rich- 
mond vitreous china lavatory line. 
The new roll-rim style, Countess 
G-145 combination supply, G-148 
centerset supply, features the anti- 
splash rim and concealed front 
overflow. The Countess is avail- 
able in Richmond's “whiter-white”’ 


thetics. Write Klean-Strip Co., 





as well as five decorator 





Deiat out these NETNAPLY fearuerco! 
Dotnt wp your PLYWOOD saleo/ 


AETWAPLY PRODUCTS 


More than 50 species of 
Foreign and Domestic 
Plywood and Veneers, 
in all sizes and grades 
Cupboard and 
Flush Doors 
Peg-Board 

* 
24-hour 
shipping service 


Your profits will soar when you point out 
these AETNAPLY features to your customers: 
Widest possible choice of plywoods; full range 
of sizes and grades; uniform high quality stock; 
fast delivery. 

Each kind of plywood is engineered for a 
specific job: Waterproof plywood for exterior 
use, concrete forms, boats; Utility plywood for 
built-ins, cabinets, worktables, playrooms; 
Hardwood panels for wall finishing. 

AETNAPLY panels come in all standard sizes 
and many odd sizes. There’s an economical size 
to fit any job. This means less waste of material 
and a saving in man-hours, for the panels 
go up fast. 

Mr. Dealer, when you deal with AETNA your 
plywood sales increase fast, for the AETNA 
warehouse is your stockroom. You sell a wide 
range of plywoods, you select from numerous 
sizes, without keeping a large stock on hand, and 
you rely on AETNA’S 24-hour shipping service. 
Write for Aetna’s new Price Lists TODAY! 


AETNA PLYWOOD & VENEER COMPANY 


1732 N. Elston Ave. @ Chicago 22, Ill. 


ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 








pastel 


} 


| 
Call AETNA for PLUS VALUE in PLYWOOD | 
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August 





colors. New sizes are 20”’x18” 
Richledge G-152 and 16”x14” 


Vogue G-143. 
Write Richmond Radiator Co., 


Dept. AL, Box 111, Metuchen, 
N. J. 


Miter-fast Corners 
wide alu- 
minum building 


gj” 
corners are now ex 


} 
available in all | 
popular sizes, 
for both bevel 
siding and Dol- 
ly Varden sid- 
ing. 

Miter - 
Corners 
made 





fast 
are 
of heavy 
gauge alumi- 
num. The bevel 
siding sizes in- 
clude %” x 8”, 
5¥g”x10" and 
” & ,>. a 
well as the stan- 
dard '\%” and 
3.” sizes. 

Stock sizes for 
Dolly Varden 
siding are 1,” 
x 3 hang 1 x 
714”, and 5” x 
T7,”. Other 
sizes will be custom made, if deal- 
ers will place two pieces of siding 
together and specify measure- 
ments of the exposed lip, the ex- 
posed length, and the tolerance for 
“tuck-in.” 

For further information, write 
Hosking Paper & Supply, Dept. AL, 
P.O. Drawer 43, Wilmette, II. 








Fenestra Light Gauge Steel 
Double Hatted Panel 


Detroit Steel Products Company 
announces full production on a new 
building panel product, known as 
the Fenestra double hat “D” panel 
for use in floors, ceilings or roofs. 

The new double hat building 
panel will be produced in gaug 
18 through 13 and will be 24” 
wide, with depths from 114” te 
7'4”. Write Detroit Steel Products 
Co., Dept AL, 2250 E. Grand Blvd.., 
Detroit 11, Mich. 


(Continued on page 74) 


New Trends in Kitchens 


That's the title of this story written 
by a dealer who had done an out- 
standing job in selling custom-made 
kitchens. For ideas you can adapt in 
your kitchen department, see _ this 
down-to-earth article in the Fall and 
Winter Merchandising Issue of Amer- 


ican Lumberman, Sept. 7. 
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“THE GREMLIN” 4 oe 


THAT'S BLISTERING Fy HOLESALE DISTRIBUTOR. 
THE HOUSE PAINT! rt 


Give Condensation the Air 
with “MIDGET” LOUVERS 


“MIDGET” LOUVERS not only build cus- 
tomer good-will and increase sales . . . they 
provide additional profit for both the dealer 
and the paint contractor. 


\4 


Ventilate all danger spots and prevent 
sweating and dampness that causes mois- | 


ture blistering. Simple to install. Sd Titty 





2 styles—for indoors or out—6 sizes. 


the “MIDGET” LOUVER COMPANY @ a 
8 WALL STREET - NORWALK, CONN. SPECIALIZING IN 





To every W PONDEROSA PINE 
LUMBER | _ DOUGLAS FIR 
DEALER Re ", REDWOOD 


Ry vw o> 


HOME REPAIR 


Le Nil & PROFESSIONAL 
Aiai 


iy TOOL 


a? 


CATALOG 
WRITE FOR 


NEW CATALOG “@eeiibeaaans 


FEATURES 
PAINT & WOOD SCRAPER.S GLASS CUTTERS 


PUTTY KNIVES TAPING KNIVES : 1} 

LINOLEUM KNIVES WALL SCRAPERS oe 

ROOFING KNIVES PAINT SHAKERS 2) 
© PAINTER TOOLS 


MANUFACTURING CO., SOUTHBRIDGE, MASS., U.S.A. 


GENERAL OFFICE 


8 S. Michigan Ave., Chicago 3, Ill. 
HOME REPAIR AND PROFESSIONAL TOOLS SINCE 1875 | Telephone RAndolph 6-0540 


ButLtp1Inc Propucts MERCHANDISER 








( Here's the one that \ 


WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 


WILL NOT SHRINK! 








STICKS AND STAYS pir 
Tl 


Most dealers report: 
“Our ales of Dur- 
han Rock - Hard 
Water Putty keep 
doubling, year after 


Vhat 


DONALD 
DURHAM 
COMPANY 
Des Moines 4 
lowa 


veal 
Durham’ 

Hard Water 

gives you by 

best profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink, 
fall out or chip off, Durham's Rock-Hard 
Water Putty does not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. ¢ Packed twelve 1-lb. cans or six 
1-1b. cans to case. Keep some of each on dis- 
play Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 














SEAL- 
PACKAGED 
FAST-MOVING 


BROWN’'S 


AUPERCTENAR 


Quarenteed 90% Red Heart~100% Oil Content 
Our nattonal advarttsing annually produces thous - 
ands of cusfomer inquiries which are turned over 
to our deaters tor follow-up. Here is an active 
market for cedar closet fining. Brown's SUPER- 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold onty 

through leading jobbers 

and millwork distribu 

tors 


Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C. 


Established 18866 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 








NEW PRODUCTS 


(begins or page 62) 


New Conveyor For Builders 

The Fairfield Engineering Co. of 
Marion, Ohio is announcing an en- 
tirely new addition to its line of 
conveying equipment—a conveyor 
specially designed for contractors 
and builders. 

The Fairfield Builder is avail- 
able in two models. The flare top 
Model 270 has the deeper trough 
and conveys atl building materials 
except those wider than 16”. For 
elevating wide insulating board, 
corrugated roofing or siding the 
flat top Model 271 is available. 

By adding one or two 8’ boom 
sections, the 24’ base machine can 
be converted into a 32’ or 40’ con- 
veyor. 

Write Fairfield Engineering Co., 
Dept. AL, Barnhart St., Marion, 
Ohio. 


Sargent Display Block 


Sargent’s modern display blocks 
are available in apple green, terra 
cotta and off-white which provide 
a contrast to the various metal 
finishes. 

The new Sargent block design 
and colors are available mounted 
with samples of Sargent locks, 
screen door catches, fire exit bolts 
and other products. The lock pic- 
tured is the Sargent Integralock 
which features the exclusive Sen- 
try bolt, knob shear pin and unit. 
and self-aligning construction. 

Write Sargent & Co., Dept. AL, 
New Haven 9, Conn. 


August 


Super Hole-A-Matic 


Just introduced by the Multi- 
Matic Corporation, the Super Hole- 
A-Matic is a complete tool which 
digs holes—at any angle—from 
4” to 8” in diameter, up to 6’ deep 
with a shaft extension. For pipe 
installations, it will tunnel up to 
12’ deep. 

It operates in any remote loca- 
tion from a 1.25 KW (or more) 
AC or DC generator. Ruggedly 
constructed, the power unit is 
equipped with grease-sealed ball 
bearings and extra heavy windings 
for long, durable service. It can 
be used on a 115 volt DC or AC 
(60 cycles or less) power source. 

Write Multi-Matic Corp., Dept. 
AL, P. O. Box 2143, Van Nuys, 
Calif. 


NEW LITERATURE 


Publication List Released: A com- 
plete new listing of all publications 
put out by the Western Pine Associ- 
ation has been released. Covering 
everything from  hobbyist’s wood- 
carving to technicians’ research, most 
of the publications listed are avail- 
able free of charge for single copies. 
They include descriptive folders, 
booklets, teaching aids, how-to-do-it 
sheets, lumber grade-use pamphlets 
species books, dealer and consumer 
publications and standard patterns 
Write Western Pine Association, 
Div. AL, P.L No. 27, Yeon Bidg., 
Portland 4, Ore. 


New Glazing Pamphlet: “Glazing 
the Air-Conditioned Home” is the 
title of a new pamphlet by Libbey- 
Owens-Ford Glass Co. Consideration 
of a home for air-conditioning should 
start with the basic fact that it is a 
year-around operation and then re- 
late orientation, ventilation and win- 
dow planning to the site and design 
of the home, the pamphlet points out. 

Location of trees, trellises, service 
areas and awnings in relation to win- 
dow areas is also covered in the 
treatise. Write Libbey-Owens-Ford 
Glass Co., for LOF form M-23, Dept. 
AL, 1642 Nicholas Bldg., Toledo, Ohio 


The current catalog E-1953 titled 
“Cleveland Building Specialties” pre- 
sents the line of building materials 
available at the Cleveland Steel 
Specialty Co., Inc. The eight-page 
catalog is illustrated and covers steel 


(Continued on page 76) 
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Spraying by Plane 
Our Future Crop of Timber 


INSURANCE 


FOR YOUR FUTURE NEEDS OF 


@ HARDWOODS 
@ WHITE PINE 
@ HEMLOCK 


DEFEND YOUR TRADE with 


MENOMINEE INDIAN MILLS 


Neopit, Wisconsin 
Air-dried QUALITY LUMBER Kiln-dried 


Reduce Delivery Costs 
and Speed up Deliveries 


Load or Unload a Load 
or Half Load ata Time 


Complete Beds Shipped KD 
Easy Assembly & Mounting 


Write, wire or phone for Cotolog ond Prices 


The R-B COMPANY 


1921 Guinotte 
KANSAS CITY 1, MQ. 


BurtpInc Propucts MERCHANDISER 














| When You’ 
Buy from 


YOU BUY 
NATIONALLY 
ADVERTISED 


WEST COAST 
WOODS... 


the Choice of 
rWaal-talaeks 
Homebuilders 


Colorful national advertising is 
consistently telling your customers the story 
of ‘Beautiful Homes of West Coast Woods”. 
Take advantage of the resulting 
consumer preference — stock 
West Coast Woods. 
Willamette can supply this fine lumber 
in any quantity for every building need, 
from moldings to structural timbers. 
Mixed cars if desired. 


WILLAMETTE NATIONAL LUMBER CO. 


Plants at Corvallis and Foster, Oregon 


44, 
a 4, WILLAMETTE VALLEY LUMBER CO. 
TANI W | 


4 Plant at Dallas, Oregon 


4 


Producers of HI-HEMLOCK », FIR and CEDAR 
Pa HI-HEMLOCK registered U. $. Patent Office 


Member West Coast Lumbermen’'s Ass'n 
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NEW LITERATURE 
(begins on page 74) 


products used by home builders. 
Write Cleveland Steel Specialty Co., 
Inc., Dept. AL, 3775 East 91st St., 
Cleveland 5, Ohio. 


Customer-Aid Pamphlet: A _ new, 
two-color pamphlet describing the 
distinctive Parkay Company flooring 
products that can be installed by the 
do-it-yourself trade is now available 
The 9x9” tiles of American oak are 
3/16” thick and offer the lifetime 
wear of conventional tongued-and- 
grooved, strip hardwood flooring. The 
flooring blocks are factory-finished 
which eliminates messy and costly 
on-the-job finishing. 

Designed for fast economical in 
stallation even by laymen, the floor- 
ing can be laid over any kind of sub- 
floor that is dry. smooth and struec- 
turally sound It can be laid right 
over present wood or asphalt floors 
Write Parkay, Inc., Dept. AL. 5004 
Crittenden Drive, Louisville 9, Ky. 


Publication of a 21-page booklet 
entitled “Facts in Brief About the 
National Lumber Manufacturers As- 
socation” has been announced by 
executive vice-president Leo V. Bo- 
dine 

The booklet was printed in response 
to numerous requests for information 
about NLMA activities. Written in 
easy-to-understand language, the 
publication outlines the aims, organ- 
ization and services of the associa- 
tion, now in its 51st vear. 

Copies are available upon request 


from the National Lumber Manufac- 
turers Association, Dept. AL, 1319 
18th St. N.W., Washington 6, D.C. 


Helpful new data for the design of 
highly efficient roof deck insulation, 
lightweight floor fill and precast 
slabs and blocks is contained in a re- 
vised mix design chart for perlite 
concrete just released by the Perlite 
Institute, international association of 
perlite miners and expanders. 

The new mix design information is 
part of a specification for perlite con- 
crete recently adopted by the 49 per- 
lite producing members of the Insti- 
tute. A separate specification for the 
mixing and placement of perlite con- 
crete roof deck insulation which is 
approved for use under bonded, built- 
up roofing has also been established 
Copies may be obtained from the Per- 
lite Institute, Dept. AL, 10 E. 40th 
St.. New York 16, N.Y. 


“Shorty,” a piece of molding just 
three feet, six inches long who 
thought he hadn't a future to speak 
of or a past either -is the hero of 
a 10-page Western Pine Association 
booklet just published 

Another leaflet, “What is Brown 
Stain in Sugar Pine?" has also been 
released by the association. It quotes 
Western Pine Association laboratory 
reports showing brown stain is not a 
mold, rot or decay and does not af- 
fect the strength of the wood in any 
way 

A third folder, a revision of an 
earlier publication, has been released 
which outlines the use of western 
pine movie playlets by retailers for 


advertising the western pine woods. 

All three publications may be ob- 
tained free of charge for single cop- 
ies by writing the Western Pine As- 
sociation, Dept. AL, Yeon Bldg., 
Portland 4, Ore. 


Medusa’s famous basement book 
has just been revised to help Medusa 
Masonry Paint dealers in advising 
customers what to do about decorat- 
ing and dampproofing basements. 
The book is free to Medusa dealers, 
others at 25¢ a copy. Write Medusa 
Masonry Paints, Dept. AL, Court 
Square Building, Baltimore 2, Md. 


The availability of their new pocket 
catalog of basic tools and equipment 
for the floor covering trade has been 
announced by Walter E. Selck and 
Co., Chicago 

This pocket catalog, measures only 
1”x914”, and includes complete illus- 
trations and descriptions of 86 basic 
floor covering tools and items of 
equipment. 

Complete information can be ob- 
tained by writing to Frank Williams 
Sales Promotion Manager, at Walte1 
E. Selck and Co., Dept. AL. 225 W 
Hubbard St., Chicago 10, Il. 


Have You Forgotten? 


Yes, there’s still a lot of good un- 
tapped markets, One of them is base- 
ment homes. Read how one dealer is 
selling this almost unknown market. 
Look in the Fall and Winter Mer- 
chandising Issue — Sept. 7— for this 
one. 














THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 


SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


ANADIAN Forest Propucts LIMITED 
EBURNE SAWMILLS DIVISION 


VANCOUVER, B.C. 
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DELTA’S BIG ‘Do-It: -Youreel#’”’ Summer 
Program MEANS ADDED SALES DOLLARS 











Here's the Sales Story 
Over 7,500,000 of Your 
Potential Customers 
Will Read 


ee 


.. « Transform that breeezway 
into a delightful all-year room."’ 


". .. Make part of your vacation 





pay, pay you, as you improve 
your home, build summer furni- 
ture, add to your house...” 


In your community, hundreds of “Do-It-Yourself” 
home owners are ready . . . ready to be sold the 
advantages of working with the right tools .. . of 
working with DELTA Homecraft power tools. 


The DELTASHOP Means "Big Ticket’’ Sales 

You can sell ’em this ideas DELTA POWER 
TOOLS do all jobs easier; all jobs better. Even a begin- 
ner turns out “professional” work the first time he 
tries. The DELTASHOP is an easy-to-sell, big- 
ticket combination of four top-quality, full-scale 
tools... vot attachments .. . operating on one motor. 
DELTASHOP, the man’s appliance, fits neatly along- 
side the washer and dryer as well as in a basement 
workshop. Your customer simply rolls it outside 
for outdoor work. 


DELTA QUALITY MAKES THE DIFFERENCE 


| 
a = ~oitnae 


rer 





Heavy Delta national advertising th hout the 





Your Chance for Year-’Round Profits, Too! 

Here are big ticket sales to boost your summer 
volume with BIG PROFIT sales items. Sell Delta- 
shops and lumber during the warm months. Then 
you will have new customers for lumber and allied 
products from these same power tool users during 
fall and winter. It all adds up to a year-’round 
profit making proposition. 


Sales Aids for Summer Program 

To bolster your summer sales, Delta has provided 
point-of sale material for your store. Get the details 
from your hardware wholesaler’s salesman 
meantime, send the coupon below. 


\ DELTA QUALITY POWER TOOLS 
\ Another Product of Rockwell 


DELTA POWER TOOL DIVISION 

Rockwell Manufacturing Co 

678H WN. Lexington Ave., Pittsburgh 8, Pa 

Please send me— 
The Delta Homecraft Too! Catalog and full details of the 
Delta “Do It Yourself” special sales program. 
The name of my nearest Delta wholesaler 


Name 





months—in SATURDAY EVENING POST, BETTER HOMES 
& GARDENS and other leading magazines — will create ‘‘do- 
it-yourself” customer demand to build your summer sales. 


Buitp1nc Propucrs MERCHANDISER 


Company 
Address 
City— 





NAMES IN THE NEWS 





Paint Research Directors Meet 

The semi-annual directors’ meeting of Paint Research 
Associates was held this year in Saratoga Springs, N. Y. 
Walter S. Hanna, Jr., president, presided and called for 
a progress report from PRA technical director William 
T. Walton. Mr. Walton outlined the growth of the PRA 
technical staff and expansion of facilities and equipment 
that had taken place during the past five years under his 
direction. 

Those seated around the table, from left to right: G. R. 
Seidlitz, Seidlitz Paint & Varnish Co., director; Roy B 
Anderson, Brooklyn Paint & Varnish Co., director; Rob- 
ert O. Clark, Jewel Paint & Varnish Co., director; Joseph 
M. Warren, III, Warren Paint & Color Co., director; 
J. Barry York, James Bute Co., director; Herbert J 
Miller, McDougall-Butler Co., Inc., director; William T 
Walton, Paint Research Associates, Inc., PRA technical 
director; Jerry Wilson, Brooklyn Paint & Varnish Co.; 
Walter S. Hanna, Jr.. Hanna Paint Mfg. Co., PRA presi- 
dent and director; 

Those standing, from left to right: Ralph Moons, Ben- 
nett’s; Harry McLister, Kohler-McLister Paint Co.; Wil- 
liam H. Sweeney, Jr.. W. H. Sweeney & Co., director; 
Arthur L. Smith, The H. B. Davis Co.; Richard S. Ben- 
nett, Bennett's, director; H. Braith Davis, The H. B 
Davis Co., director; David Schindler, Walter N. Boysen 
Co., director, and Frank McLister, Kohler-McLister Paint 
Co., director 


PRESIDENT LEONARD M. STRUNK supervising loading 
of Strunk saws as standby equipment in tornado areas. 


Strunk Offers Tornado Help 

The recent outbreak of tornadoes has prompted Leon- 
ard M. Strunk, president of the Strunk Equipment Com- 
pany, Coatesville, Penna., to set aside a number of Strunk 
chain saws, to be made instantly available to relief 
workers in tornado-striken areas. The plan is being put 
into operation wih the cooperation of Allegheny Ai 
Lines. 

Officials of Allegheny Air Lines have arranged to fly 
the saws out at a moment’s notice, from their Lancaster, 
Penna., terminal. The saws will be rushed to the field 
from nearby Coatesville. Allegheny officials have com- 
pleted plans for routing and landing in every area now 
being threatened by tornados 
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G. D. Hancock George Miller C. A. Hast 


North Pacific Lumber Company 


C. A. Hast, prominent Denver lumberman, has been 
appointed regional manager by the directors of North 
Pacific Lumber Co., Portland, Ore., it was announced 
by Douglas David, executive vice-president. Hast has 
been sales representative in the Denver area with North 
Pacific. 

Mr. Hast will assume charge of all regional purchas- 
ing and sales from his Denver headquarters. Improved 
service to dealers throughout the area by closer coordina- 
tion between area salesmen and the mills will be Hast's 
first objective, David said. 

The directors also appointed George Miller and G. D. 
Hancock as vice-presidents. Miller is manager of the 
company’s rail and cargo department and Hancock is 
manager of the industrial department. Both have been 
with North Pacific since soon after the company was 
formed 


BYRON C. GOULD, left, president of The Murray Cor- 
poration of America, and R. E. Crane, founder and re- 
tiring president of the Eljer Company, are pictured above 
as they completed the negotiations whereby The Murray 
Corporation acquired the Eljer Company 


Murray Corporation Expands 

Byron C. Gould, president of The Murray Corporation 
of America, has been elected president of the Eljer Com- 
pany, of Ford City, Penna., newly-acquired Murray Cor- 
poration subsidiary, succeeding R. E. Crane, founder and 
president of the company. 

Other officers elected include David J. Crane, Robert 
F. Crane and Louis G. Probst as vice-president; Roger 
M. Dailey, as secretary and treasurer, and Robert J. Gil- 
lespie, as assistant secretary and treasurer. Mr. Dailey 
is secretary-treasurer of The Murray Corporation. Mr. 
Gillespie is comptroller of the Eljer Company. 

In addition to the above named officers, members of 
the new board include Clarence H. Menge and Thomas 
W. Hardy, vice presidents of The Murray Corporation; 
Fred J. Kennedy of Detroit, and Charles R. Stevenson of 
New York. 

(Continued on page 80) 
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Manufacturers and Wholesalers of 


WOODEN FENCES 
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over the country buy 
wholesale direct from us. 








Manvfacturers of 


@ IMPORTED FRENCH 
WOVEN PICKET 
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@ WOVEN CEDAR 
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A ‘hae 
“This Van of Padgett-Smith M Ci d L b C 
Oak Flooring is the finest I've iB Cc U um er 0. 


ever received!” Executive Office 
900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 
McCloud, Calif. 





“Padgett-Smith Van Service on Oak 
Flooring is tailored to my needs.”’ 


Why don’t you demand the best in service on 
fine oak flooring? Padgett-Smith trailers give 
direct delivery within a 500 to 600 mile radius 
—or regular freight shipment to points beyond. 
Padgett-Smith flooring meets all NOFMA 
standards of manufacture and grade . . . and 
has the plus values that mean builder and 
homeowner preference. For service and sales, ” 


ae a —hteee-~ 
try P.S. today! = = 


—_— , “{ 
-_— 
a / /- / 
Representatives in most states. 

* 


tare 


= 


— 
Write or phone for details! ; , 
' RU MA Qa ip ar 
: Huh y 


] LY 
i | 
Papcett-)MITH aKele) 11 \emaen Seal vcoaeaniaa en 


Manufacturers SUGAR (Genuire White) PINE 


PHONE 31 MOUNTAIN VIEW, MO DOUGLAS FIR, WHITE FIR 
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J. F. Apsey, Ir. G. Ross French 
New Black & Decker Managers 

The appointment of John F. Apsey, 
Jr. as marketing manager for the 
Black & Decker Mfg. Co., Towson, 
Md., was announced by G. H. Tres- 
lar, vice-president in charge of sales 
At the same time Mr. Treslar also 
announced that G. Ross French was 
appointed advertising manager and 
Robert A. McGrain, sales promotion 
manager 

Mr. Apsey joined Black & Decker 
in 1927 and has been advertising 
manager of the portable electric tool 
manufacturing company since 1935 
In his new capacity as marketing 
manager he will oversee all phases 
of advertising and market develop- 
ment. 

Mr. French joined the advertising 
department of Black & Decker in 
1948 and for the last year has been 
assistant advertising manager. He is 
a member of Maryland Industrial 
Marketers and the Automotive Ad- 
vertisers Council Mr McGrain 
joined Black & Decker in 1952 after 
previous sales experience in the auto- 
motive aftermarket 


SW: 


W. Collins W. Bradfield 


Van-Packer Promotions 

The Van-Packer Corporation, Chi- 
cago, Ill., announces the creation of 
new positions and promotions of 
three of their personnel. 

Bill Collins, who was—until re- 
cently— a division sales manager, has 
been selected as assistant to K. W. 
Mayer, vice president in charge of 
sales. Bill has been associated with 
Van-Packer for two years, and dur- 
ing that time, built the jobber organ- 
ization in Illinois and Wisconsin to a 
point where he led all other terri- 
tories in jobber sales. 

Wayne Bradfield has been appoint- 
ed to the position of sales promotion 
manager. Many new fields have re- 
cently been opened for the use of 
Van-Packer; and due to his many 
year of experience in the promotion 
field, he was selected to study the 
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possibilities in these new markets. 
Bill Lane, an 

oldtimer in point 

of service with 

Van-Packer, is 

now advertising 

manager. His 

years of service 

date back to 

1949. The com- 

pany did not be- 

gin operation un- 

til 1947; so Bill 

has been around W. Lane 

to see sales increase about 400%, 

the jobber organization grow from 

29 to 130, and sales representatives 

reach 10—as compared to two, when 

he first joined the company. 


f 
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\ 
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Clark Essay Contest Winners 


Awards to two members of the ma- 
terials handling class at the IIllinois 
Institute of Technology, Chicago, for 
winning entrants in a materials han- 
dling essay contest sponsored by the 
Clark Equipment Company were 
awarded recently by Walter E. 
Schirmer, right, Clark vice-president 

Kenneth J. Hlavin, center, plant 
engineer for Riley Steel Products Co., 
Cicero, Ill., won first prize of $250 for 
his essay on “A Problem in Industrial 
Materials Handling.”” Winner of the 
$100 second prize was R. N. Roeg- 
ner, left, materials handling engineer 
for Armour and Company, Chicago, 
for his paper entitled “Lard Refinery 
Case Goods.” 


New West Coast 
Strand Distributor 


Appointment of the Palmer G. 
Lewis Co. of Seattle as a distributor 
of Strand Galvannealed Garage Doors 
is announced by Bob Kirkman, man- 
ager of the Strand Garage Door di- 
vision of Detroit Steel Products Co., 
Detroit, Mich. 

Palmer G. Lewis Company began 
business as a single proprietorship in 
1939. The company, since, has shown 
steady progress and now has been in- 
corporated, with approximately 19 
people being employed. Of that num- 
ber, five salesmen cover western and 
central Washington, and one sales- 
man represents the business in Alas- 
ka. Two warehouses are maintained 
in Seattle. The company is a whole- 
sale distributor of building mate- 
rials. 

Palmer G. Lewis, who originally 
started the business, continues as the 
president. Robert D. Peterson joined 
the company in 1946 and is now sales 
manager 


Florida Merger 


The Greater Miami merger of 
Maule Industries, Inc., and the Al- 
fred Destin Company was announced 
recently in a joint statement by J. H 
Buchanan, president of Maule, and 
Max Orovitz and other principals of 
the Destin Company. 

Maule Industries, Inc., as a result 
of this merger, becomes one of the 
largest building materials supply 
firms in the South. Buchanan said 
his company will now employ approx- 
imately 1,000 persons. 

The combined operation will have 
the benefit of the present manage- 
ment of the Destin Company. Major 
M. M. Orovitz will continue in an 
executive capacity, while his brother, 
Max Orovitz, assumes a position on 
the board of directors of Maule. 


Andersen President 
Marks 50th Year 


Fred Andersen, president of the 
Andersen Corp., Bayport, Minn., 
manufacturers of windows, is cele- 
brating his fiftieth year with the 
company. Born in Spring Valley, 
Minn., in 1886, Andersen went to 
work for his father in the Andersen 
Retail Lumber Yard, Hudson, Wis., 
in 1903. Later the same year the 
firm incorporated as the Andersen 
Lumber Co. and went into the manu- 
facture of window frames. 

The company dropped its retail 
lumber operation in 1908 to devote 
itself exclusively to manufacturing. 
Andersen became vice-president that 
year. In 1913 the firm moved to Bay- 
port. The following year when his 
father died, Andersen became presi- 
dent. 

When the Andersen Co. moved to 
Bayport it had 59 employes. It now 
has 1,100 and is one of the largest 
wood window factories in the nation. 


Phil Creden D. R. Nikolich 


Hines Lumber Appointees 


Appointment of Philip A. W. Cre- 
den as director of public relations of 
Edward Hines Lumber Co. was an- 
nounced by Charles M. Hines, pres- 
ident. Creden had been advertising 
manager since 1938 and is succeeded 
by D. R. Nikolich, formerly assistant 
advertising manager. Edward Hines 
Lumber Co. operates two large lum- 
ber mills in Oregon and a large na- 
tional lumber wholesaling business as 
well as 27 retail lumber yards serv- 
ing the Chicago metropolitan area. 


(Continued on page 84) 


August 24, 1953, AMERICAN LUMBERMAN & 

















FOR THIS GREAT, NEW STYLE 
IN TILE! 


HURRAHS--from America’s value-wise home buyers. They really go for gay, 


festive, colorful Contettt. It's high-style flooring at low prices easy to clean 
lasts for years! 


APPLAUSE — from leading decorators. They welcome the fresh, new styling 
that gives them wide freedom in creating exciting decorative schemes 


A ROUSING HAND from dealers everywhere! Confetti is pulling in 
customers boosting sales making profits zoom upward. And no wonder! 
It's the first tile to feature the fashionable dets of “color on color” pattern that's 
so popular with homeowners everywhere. It's perfect for every decor . . . every 
room trom basement to attic. And Confetti is fortified with polystyrene plastic 
for bright, enduring colors extra toughness and resiliency. 





Confetti is available in 10 high-spirited colors, in 9” x 9” tiles of Ye” thickness. 
MASTIC TILE CORPORATION OF AMERICA, Dept. 3-8, P.O. Box 986, Newburgh, N. Y 


< Please send me free color chart and complete details on handling MATICO Confetti Tile Flooring 
SS ~ 

* Guaranteed by 

Good Housekeeping Name 

© a0, . 


45 apveanistd we 


Address 
MASTIC TILE CORPORATION OF AMERICA | “” Aiea 
Member: Asphalt Tile Institute 
Joliet, Ill. @ Long Beach, Calif. e Newburgh, N. Y. 





Americas LARGEST _} 


le, (QUALITY 


Ca , 
<< Available with or without nozzle 


<< Available in Off-White or Pure White color 


Nu-Calk Calking Compound ‘‘stays put'’ as the best 
seller in calking compounds — because it's the most 
efficient, most practical calking load on the market. 
Nu-Calk ‘stays put’’—will not dry out, run, crack, harden 
or pull away. Speed Loads are easy to use—user's hands 
never touch the compound. Try high quality Nu-Calk 
Speed Loads and you'll see why they're preferred 
nationwide! 


CG-4 SPEED LOADER 
CALKING GUN! 


\_ This Speed Loader calking gun is light, sturdy, 
fool-proof. Simply slip in a locd and you're 
ready to calk. 


CG-3 STANDARD 
CALKING GUN! 


May be used with either 
Speed Loads or bulk calking 
Easy trigger action, power 


Always a smooth even flow and easy ful piston action 


trigger action in these Speed Loads. Each 
carton contains 10 loads—packed 4 cartons 
per shipping case 


r] LA 
Lawpung- DUP ow 
tanoma city. vf 





IS NEW HAND SQUEEZE TUBE 


taLansuRe-dUWan available for small jobs! 


Onancma City, OFF 


Here's the nation's favorite calking 
compound in a practical, handy tube 
for those small repair jobs around the 
home. Useful for finishing touches on 

CALKING bigger jobs. The tube itself is your 
calking gun, nothing extra needed. 
Counter display carton contains one 
dozen tubes. 





No ALK Calking Compound 
in bulk, too! 


The ‘‘standard of quality"’ in the calking field! 

The same fine product as in Speed Loads, avail- 

able in '/2-pint, pint, quart, gallon, 5-gallon 
MACKLANGURG OUNCAN CO cans. Also in 55-gallon drums 





Nu-Phalt ptastic ASPHALT CEMENT 


= 
For sticking down asphalt shingles and general repair on roofs and flashings! Comes in popular RU 
load form with or without nozzle, like M-D's famous SPEED LOAD for calking guns, or in 24%-lb., 


10-Ib., 50-Ib., and 55-gal. containers. - 
a Always use Nu-Glaze Glazing 
(; Compound instead of Putty! _ 


Nu-Glaze never dries out, hardens, cracks, or pulls 
away! It does the job of putty better than putty—sets 
to a rubber-like consistency. Comes in '2-pint, pint, 
quart, 5-lb. cans . . . and in drums—25-lbs., 50-lbs., 
100-lbs., and 880-lbs. Order today. 


BUILDERS DEALERS 


On sale at all Hardware, Lumber and Order now! Your order will be 
Building Supply Declers! shipped the same day received! 
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JACK SCHWARTZ 


(left), assistant 

S & W Moulding 

Co., Columbus, Ohio show new black 

and white marbleized plastic tile 
prospect 


sales manager, 


to 


S & W Adds New 
Plastic Wall Tile 


The S & W Moulding Co., Colum- 
bus, Ohio has introduced a black and 
white marbleized tile that offers fine 
white contrast against the black 

For years an attractive black and 
white was impossible because ordi- 
nary black raw plastic “bleeds” 
through as a lighter black or tan. 
S & W has come up with a special 
black raw material which permits 
the white to come through in almost 
perfect contrast. The new marbelized 
black and white also will be avail- 
able in trims and corners 


Certain-teed To Build 
Felt Mill in Oklahoma 


Certain-teed Products Corporation 
has announced that it will build a 
felt mill near Pryor, Okla. The mill 
which will produce dry felt base for 
asphalt roofing and sidings, will be 
located on the site of the company’s 
Pryor paper mill. 

Plans are still in the formulative 
Stage, according to Paul E. Fischer, 
vice-president in charge of Certain- 
teed’s manufacturing operations. The 
mill’s daily production capacity will 
be about 50 tons of dry felt. Design, 
layout and engineering will be under 
the direction of Walter G. Will, the 
company’s chief engineer 





Brammer Kitchens 


To met the trend toward increased 
use of natural wood in kitchens, the 
Brammer Mfg. Co., of 
Iowa, has stepped up 


Davenport, 
production of 









its three types of distinctively-styled 
living kitchens fashioned in wild- 
grain birch. 

These living kitchens are available 
in three price ranges, according to 
E. C. Hawkinson, general manager 
Hawkinson said the price variance 
allows the individual home owner to 
buy a kitchen that will meet his fi- 
nancial requirements. 

Heading the list of living kitchens 
by Brammer is the assembled ver- 
sion, ready to install and finished in 
clear, high-luster lacquer. The sec- 
ond type is the assembled but unfin- 
ished kitchen that offers the customer 
his choice of finish. The unassembled 
kitchen appeals to the do-it-yourself 
customer who likes to do his own 
work. Each cabinet is packed flat in 
a separate carton, complete with the 
necessary hardware and assembling 
instructions. 


COMPANIES ANNOUNCE 


Jack Rivers was recently appointed 
sales promotion manager of Jones & 
3rown, Inc., Pittsburgh, Penna., the 
national distributors of Inselbric, In- 
selsyde, Inseltone, Inselwood, Inselum 
and other Inselbric products. 

Mr. Rivers will deal directly with 
the promotion and introduction of 
new products, coordinating the ef- 
forts of dealers, salesmen and job- 
bers in the local promotion of all 
Jones & Brown products. 


(Continued on page 86) 








SEN WOOD + _— SHINA 








Ready Lumber & Plywood Co. | 


3903 University Way — EVergreen 2400 — Seattle 5, Wash. 


PLYWOOD 


ROTARY CUT MAHOGANY | 
RIBBON GRAIN MAHOGANY 


DOOR PANELS 


* BIRCH | 











English Type 


| 


— THE 


‘LAYTITE 


Blocks, continuous or regular 


Forest Products Since 


CONNOR LUMBER AND LAND COMPANY 


P. O. Box 112-M, Marshfield, Wis. - Phone No. 3 - Teletype No. 26 





WORLD'S FINEST — 
MAPLE 

uct FLOORING 
OAK 


strip, and Slats 


1872 
































RAIL and HURDLE 


FENCE 


ALL TYPES 


For Estates or smaller Homesites. 


FOR LONG LIFE 


Entire fence (posts and rails) 
treated with nationally known 


PENTA PRESERVATIVE 








WRITE FOR CATALOG AND PRICES 


-WOOD PRODUCTS CO. toirD0 Gao 
rm a oer 


YOU SELL FENCE 
We Carry Inventory 


Will ship, in your name, from 
our Yards in Toledo and 
West Virginia 



















KIRBY 


Lumber Corporation 


@ Yellow Pine 
@ Oak Flooring 


KIRBY BUILDING 


“Is it as Good as Kirby’s?” 


HOUSTON, TEXAS 
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ARKANSAS 


SOFT PINE 
Trim & Yard Stock 


ROYAL OAK 
Flooring 


HARDWOOD 
Trim & Mouldings 
Lumber 


WOLMANIZED 


Treated Lumber 
*Reg. U. S. Pat. Off. 


Over a half-century of 
- service to the trade in 


delivering premium quality. 
Forest resources and | 
management that assure a 
dependable source of supply, 


now and permanently. 


_ CROSSETT, 
9 ARKANSAS 
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COMPANIES ANNOUNCE salesman, district manager, division 


er relations eminently qualifies him 





, sales manager and merchandise man- for his new post. 

(begins on page 84) ager of plastering materials. In 1945 “is 
Ward D. Simpson has been ap- he became eastern dealer sales man- 

pointed to the field sales promotion ager and in 1948 general dealer sales OBITUARIES 

staff of the S & W Moulding Co., manager. 






Cc. D. BURLEY, 73, died July 5. 


Columbus, Ohio, announces Fred- The Richkraft Company, Chicago, He had been a lumber dealer in San 


erick B. Hill, president Simpson 

















Ul. ‘ , ‘atri Angelo, Tex., since 1901 and also 
will work out of the firm's Columbus of Fe semggan a owned a yard at Ft. Stockton. He 
office, responsible to Hal Mirvis, gen- tion, and Richbead dry wall corner rebuilt the yard at San Angelo last 
eral sales manager. protection, announces that Herman year with a modern, air-conditioned 

Prior to joining S&W, Simpson L. Smith has been elected a vice- store and new offices on the second 
worked in the Chicago sales office of president. Mr. Smith has been with floor where it was his custom to vis- 
the Red Jacket Coal Corp. He also the Richkraft Company in the ca- it with his many lumber friends and 
was formerly district manager for pacity of general sales manager. reminisce over past years in the in- 
the Lennox Furnace Co. in Knox- 





dustry, part of which he spent with 
Ralph G. Cox, who established the the West Texas Lumber Co. 

sales representation for the Fiber 
R. H. Morris, general manager of 


ville, Tenn 





































. SAMUEL A. McCARROLL, 66, for 
Glass divis Ls I. x 
Ponderosa Pine Woodwork has an- — - treet — ee many years manager of the West 
nounced the appointment of Arthur states, has been promoted to district Tease Taner Ce. St Sen Sage, 
L. Hansen as midwest field represen- manager for the southeastern region aied Sey 5 Dem & hasst attack. Se 
tative. with offices in Charlotte, N. C., it Goat occured the same day as that 
Until his appointment with Pon- was announced by C. F. Hegg, sales of C. D. Burley and took two pioneer 
derosa Pine Woodwork, Mr. Hansen manager. : lumber dealers almost together. 
was sales representative for the District offices for the Fiber Glass HUGH H. SHARPE, 69, owner and 
Chambers Lumber Company of Chi- division of LOF Glass are at 319-22 operator of the Brockett Lumber Co., 
cago, Ill. Professional Bldg., 403 N. Tryon St., Johnsonville, N. Y., and former may- 
Mr. Hansen will travel the middle- Charlotte, N. C or of Valley Falls in Rensselaer 
west territory, making his headquar- , county, died July 23 at the firm’s mill 
ters in the Chicago office Joseph Zitomer, president of the in Johnsonville. 
Alumatic Corporation of America, 
- D. Stephan, formerly general Milwaukee, has recently announced 
dealer sales manager of the United the appointment of Arthur O. Weiss i 
States Gypsum Company, has been as general manager of Alumatic’s Ev 24 aging ree 
elected vice president in charge of Paterson, N. J. plant , siti sci Aiaarce taps os . Penner 
dealer sales, it was announced by Mr. Weiss assumes his new posi- improvement packages is illustrated ; 
C. H. Shaver, chairman of the board tion with a background of success- and every one has selling ideas for 
Stephan, a Notre Dame graduate, ful window sales experience. He has you. Just another important feature 
joined U. 8. Gypsum in 1934, in the ben affiliated for several years with you'll want to look for next time - 
credit department. He later trans- one of Alumatic’s largest distribu- the Fall and Winter Merchandising 
ferred to sales, and functioned as tors. His experience in sales and deal- Issue — Sept. 7. 
























~IN THE SERVICE OF 


ae |\_LUMBERMEN 


f f jalists i i he lumber 
"tn the Heart of @ Specialists in protection for the lum 


The Deep South” ee , 
P @ professional safety engineers. 
@ more than 90 branch claim offices coast to 
coast and in Canada. 


Substantial dividends have been returned to 
policyholders since organization in 1912. 


INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 











An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 






















bermens | “U4 AW) CNY 
a re Goo of Ilinois 
dames $. Kemper, chairman « H. G. Kemper, president 
Chicago 40 


(eT 
Crystal Springs, Mississipp| . 
feet oe. ©, Ben ag 































7th at Chestnut — St. Lovis 1, Mo. $ ‘ TROWELS 
and Phone Chestnut 9238 * FLOATS, DARBIES 














CEMENT TOOLS. HAWKS 
| HARD MAPLE — KILN DRIED — ALL THICKNESSES CARPENTER SQUARES ron tar meant 
#1 Com. & Bir. or Selects and Better — ALL America’s FIRST FOR THE FARMER 
QUALITY STOCK — NHIA Cert. attached. with FOR THE HOUSEHOLDER 
OAK, POPLAR, GUM AND YELLOW PINE — ALL HIGH GRADE CRAFTSMEN 







" lity with Fconomy” 
AIR OR KILN DRIED — ALL IN THE BETTER GRADES FOR EVERY USE ducality ast t Ee 4 


32 YRS 





1953 











— 1929 - 





NICHOLLS MANUFACTURING CO OTTUMWA, IOWA U.S.A 
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: DS = 
F HARDWOO = : 
000 FEET oO 
2 OFTWOODS In STOCK | 
ND — : 
ARCHITECTUAL TRIM A 
MILLWORK 





Manufacturers of 
H FURNITURE 


MATING SERVICE — MAPLE @ BIRCH e BEECH e OAK 
a ILN AND PLAN- = 4 STRIP e BLOCK 
COMPLETE I FACILITIES =— ond 


HERRINGBONE 
FLOORING 


Hardwood Flooring Mill-Drilled For Nailing 
— A New Service 


CHURC 








o 
GRADED SAWDUST 


SUGAR & WESTERN . 


PINE AGENCY, INC. | High Grade Northern Hardwoods 
#1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Patter L rber 
SUGAR Bice. 
gy A t Shop 


California Ponderosa Pirie 
Mouldings and Cut Stock 


* 
Custom Kiln Drying 
» 


Members: M.F.M. A. N. HL A. N. HW. & HMA, 


OCONTO, WISCONSIN 








~~ eee eee 





classified 


advertising ... ' 
. is the quick, economical way to find what on: e ean, 


you're looking for. Check the classified pages each 
and every issue—you’'ll find column after column 
offering real business opportunities. 
s a 
... and it’s a sure way of disposing of used equip- 4 


ment or it can help you to find competent person- 


keep your EYE 


nel or a choice business for sale! Every other fi ol 
Monday copies reach some 25,000 interested per- pro ta e 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue. 











TANNEWITZ ort: 


for Swing Saws 


Ss AV £ S $30 to $50 A MONTH 
IN LUMBER AND LABOR 


30 Days Free Trial 





ORDER NOW OR SEND/FOR Know the reasons why 
IRCULAR genuine Pressure 


anon Treated Wolmanized * American Lumber 
TANNEWITZ WORKS Lumber outsells the & Treating Co. 


field . 
GRAND RAPIDS i toe at ate. Witte 1673 McCormick Bidg., Chicago 4, Hl. 


MICHIGAN b 
ooklet. *~ Branch Offices in Boston, New York, Baltimore, 
. ; Jacksonville, Flo., Little Rock, Ark., Los Angeles, 
Son Francisco, Seattle and Portland, Ore 





( Ai ®) = Wolmanized is o registered trademark of 
Z 


= American Lumber & Treating Co 
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Classified Advertising 


Terms — Cash With Order 
Minimum Charge $2.00 





Rates: 

1 Time 10¢ per word for each insertion. 
Minimum charge of 50c per line. 
3 Times — Sc per word for each insertion. 

Minimum charge of 45c¢ per line. 
6 Times — 6c per word for each insertion. 
Minimum charge of 40c per line. 
7c per word tor each insertion. 
imum charge of 35¢ per line. 
All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of pub- 
lication. Advertisements are set in uniform 
6 point style. No cuts or special borders 
allowed. Please indicate classification de- 
sired. Publisher reserves right to classify 
edit or reject any classfied advertisement. 
No agency commission or cash discount 
allowed. 
For advertisements bearing box number count 
five extra words. There are approximately 
5 words to a line and when less are specified 
or used, regular line rate is charged. 
When answering box numbers or mailing 
copy for ads address them to: 
ERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ill. 


HELP WANTED 


LUMBER JACKS & JILLS TOO: 
Why trust to luck in locating your new posi- 
tion? We either have, or will develop the job 
you want in any section of the U.S. or Canada. 
Qualified persons with good records spon- 
sored on a “NO JOB NO COST” basis. Tell us 
your wants. Confidential. 

HINES EXECUTIVE SERVICE 
5355 W. North Ave. Chicago 39, Illinois 


26 Times 








Wanted: Dependable and experienced 
Special Millwork Estimator. 


R. E. Richardson & Sons, Inc. 
Box 5086 
Richmond, Virginia 


WANTED 
DETAILER and BILLER 


one of Indiana's leading Architectural 

odworking Plants, loying 30 men. 
Must be fully eupertensedl in making large 
scale details from architects’ blue prints of 
schools, hospitals, churches, public and com 
mercial buildings and residences. Steady em- 
ployment, ened wages. Ability to take off 
and price oot essential but desirable. Write 
fully, stating age, experience, etc. 


P. ©. Box 2514, Fort Wayne, Indiana 


Wanted: Ex rienced band saw filer. Write: 
Birds Eye Veneer Company, Escanaba, Mich. 





Sales Manager, Rural Retail L Lumber Yard, 
Wanted. A thoroughly experienced man, well 
versed in all phases of retail building ma- 
terials, light construction, the farm market in 
Minnesota and surrounding area, and with 
proven ability to handle, lead and inspire 
salesmen. Must be willing to work in a small 
town. We have qualified salesmen and a 
good supporting organization including fab- 
rication and erection services. We need and 
can pay for a man with real sales and pro- 
motional ideas ‘to sell the farm market. 
Write or phone attention General Manager, 
LESTER'S INC., Lester Prairie, Minnesota. 





Wanted—-A salesman to sell Softwood Lum- 
ber wholesale in the Ohio territory. Prefer 
ence given to a man with experience and 
who knows the trade. If interested write to 
Post Office Box 1192, Boston, Mass. 


WANTED: Young man of experience and 
ability to manage a good retail lumber yard 
in an excellent town. Address Box L-3l, 
American Lumberman, Inc. 
WANTED: Man with successful record as 
lumber yard manager for Division Superin 
tendent over a group of lumber yards. Ad 
dress Box L-32, Jenestenn Lumberman, Inc. 
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HELP WANTED 


SITUATIONS WANTED 





SALESMEN WANTED 


We are in the course of developing a sales 
force and have openings for topnotch, ex- 
perienced hardboard or structur insulation 
salesmen. Applicants must have had three 
years or more territorial selling experience 
with a national manufacturer selling these 
products. Write giving your present position, 
past experience, and salary expect 


R. T. MILLER 


WEYERHAEUSER SALES COMPANY 


First National Bank Bldg. 
St. Paul 1, Minnesota 





LUMBER GRADER WANTED 
A certified shop pine grader for work in 
midwest area. Must have Western Pine As- 
sociation grading certificate and be willing 
to travel. Good salary with expenses paid. 
Address full particulars to Box L-20, Amer- 
ican Ldmberman, Inc. 





Wanted: An experienced estimator, detailer 
and biller for special cabinet wood mill work 
and veneered doors. Hyde-Murphy Company, 
Ridgway, Penna. 


RETAIL EXECUTIVES 
We are in need of several to ht retail 
lumbermen in the paenne yA to $50,008 bracket 
who have proven record in management and 
administrative positions. 





Interested only in men stymied in their pres- 
ent position. No job-hoppers or unemployed 
men considered. Must stand rigid investiga- 
tion. Confidential and your present position 
protected. 


Send full details to Hines Executive Service, 
5355 W. North Ave., Chicago 39, Illinois. 


LUMBERMAN 
We need a young man for our main office, 
who has had a number of years’ experience 
in the retail lumber business. you are 
not satistied with your present location or 
salary address a letter of appiication to the 
Wheian Lumber Company, 715 E. 4th, oie. 
Kansas. lf you are quaiified, our olfer may 
interest you. 








3 GENERAL MGRS. 
Are you interested in guntes $15,000 
per year 
Are you 2nd, 3rd or 4th a your company? 
Have you gone as far as you can go? 
Do you know stock mill manufacturing? 
Do you know sales and advertising? 


Yes? 


We have three financially sound, nationally 
known mills seeking men to assume manage- 
ment of their companies! Your response will 
be heid in strict conhdence. 


Phone or write: J. L. OVERHOLT 
WABASH EMPLOYMENT AGENCY 


202 S. State St. Chicago, Ill. 
WAbash 2-5020 . 





MILLWORK 
ESTIMATOR & SALESMAN 


Capable of taking off special millwork 
items from architects’ pians and speci- 
fications. Must be thoroughly familiar 
with Cost Book “A” and Standard Sash 
& Door Lists. Give complete informa- 
tion regarding experience, age, and 
availability when replying. Top pay 
and permanent p for pabl 
man. 





The Kaaz Woodwork Co., Inc. 
Leavenworth, Kansas 





Wanted: Assistant manager for retail lumber 
yard with bookkeeping experience. Must be 
capable of general yard management with 
background of retail lumber experience. Pro- 

asive city of over 7,000 in Northwestern 
hio. Address Box L-33, American Lumber- 


man, Inc. 


August 24, 1953, 


Manager's position wanted. Have had 25 
years’ experience. Full | yong and refer- 
ences at your request. _ Box 722, Ru- 
al Route 8, | Springfield, 


MILLWORK SUPT - a - BILLER 

years of experience, large volume special mill- 
work. Good expediter. Address Box L-34, 
American Lumberman, Inc. 








Three Di ional Lumberman Available! 
Here's your man! 1-Experienced, 2-Reliable, 
3-Ready Manager, Assist owner or coordinate 
activities. Trained and experienced in of 
fice, yard and sales of retail lumber and 
stock millwork organizations. Single, Ameri- 
can born, Hebrew faith, Christian education. 
Will relocate. Congenial, alert, personable. 
Starting salary $165.00 weekly. Resumes ex- 
Write Box L-35, American Lumber- 
man, Inc. 


E lien? tack, a 


in all phases retail 
lumber business. Man of 35 desires challeng- 
ing postition with progressive concern where 
more than average talents and efforts are re- 
quired. Outline position first letter. Address 
Box L-39, American Lumberman, Inc. 


Lumber and plywood tive, p tl 
employed, desires positi with m factu 
or wholesaler. Several years’ experience in 
this capacity. Under 40. Complete knowledge 
of plywood and all West Coast lumber spe. 
cies. Well acquainted with mills, jobbers and 
wholesalers throughout the United States. Ex- 
cellent sales record. Address Box L-42, Amer 
ican Lumberman, Inc. 


SALES REPRESENTATION 
WANTED 


Large manufacturer wants sales representa- 
tive selling oak flooring in Chicago. Flooring 
is well and favorably known. Address Bos 
L-21, American Lumberman, Inc. 











pf 











DOOR DISTRIBUTOR WANTED 


for complete line of interior and exte- 
rior imported flush doors made by one 
of the world’s foremost factories—reput- 
able, competitive. Can offer aggressive 
distributor territorial protection and close 
cooperation. 


Address Box L-36 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 


ACCOUNT WANTED—Mill representative seek- 
ing account of quality product for Delaware, 
Maryland, District of Columbia and Virginia. 
Prefer hardwod or western plywood, sash and 
doors, hardwood doors or agency for archi- 
tectural millwork house anxious to expand 
into this territory. Box L-37, American Lum- 
berman, Inc. 








Building Materials salesman —_ direct con- 
nections on lumber, sidin = . flooring, 
and allied products for R ~~ i ountain area. 
Ten years’ experience. Has dealer contacts. 
Commission basis. Box L-38, American Lum- 
berman, Inc. 


MISCELLANEOUS WANTED 


Wanted—Old stock unused window shutters 
with movable louvres; also used inside shut- 
ters and antiques in . Buren’s Home 
Variety, Cottage Hills, 


WANTED — RAILS 


RAILS WANTED 
Any weight—Any tonnage 
W. H. DYER 














. INC 
2111-A Railway Exch. Blidg., “St. Louis 1, Mo. 


STEEL RAILS 
Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
$18 Dryden St., Charleston, W. Va. 


RAILS 
New Relaying 








Always in ket to 
classes railroad equipment. 
M. K. FRANK 
480 Lexington Ave. 
New York, N. Y. 
105 Lake St., Reno, New. 
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BUSINESSES FOR SALE 


OREGON YARD FOR SALE 

A SUCCESSFUL building material business in 
a growing Western Oregon community. Oper- 
ation includes: smart large showroom; ample 
warehouses and lumber sheds; spur track, 
trucks, diversitied inventory and competent 
well trained crew. Gross sales in excess of 
$135,000. Ideal opportunity for family man 
owner in a community with fine schools and 
wonderful recreational area. Easy terms. Ad- 
dress Box L-29, American Lumberman, Inc. 





Small lumber and building supply business 
in Flint suburban area. Going concern lo- 
cated on major highway. Priced to sell. Ad- 
dress Box K-29, American Lumberman, Inc. 


FOR SALE—Retail Lumber Yard, Eastern Iilli- 
nois, 130 miles South of Chicago. Only yard 
in town of 3000 population. Doing good busi- 
ness. Other business. Address Box L-44, 
American Lumberman, Inc. 





FOR SALE: Small yard and hardware store. 
Average annual sales $45,000.00. Can be 
veiy profitable for an owner. I must quit be- 
cause of health. Write or see Wesley Moore, 
Tennant, lowa. 








California Yard For Sale 
Lumber yard and builders’ supply in fast 
growing Southern California city. First offer 
ing, volume last 2 years in excess of $400, 
buv.00 a year. Inventory, average $85,000.00. 
exceptionai terms on the reai estate and trucks. 
No good will. Write for full and complete 
iniorsnation. This is an outstanding, profitable 


yard. Adaress Box L-4u, American Lumber 
man, Inc. 





Well established small yard in best location 
Phoenix, Arizona area. Address Box L-4l, 
American Lumberman, Inc. 


FOR SALE—-Lumber Yard — Orange County, 
California. S$2UuU.UU0 down, balance easy pay 
ments. Further information write Box L-27, 
American Lumberman, Inc. 


For Sale—-Retail Lumber and Building Mate- 
riai yard and Miiwork Shop in progressive 
community in southeastern part of W:sconsin. 
Owner ciose to 7U wishes to retire. Priced 
to seul quickly. $35,0u0 fuli price plus in- 


ventory. Address Box K-38, American Lum 
berman, Inc. 


For Sale: Small yard in northeast section of 
Wisconsin. Annuai sales approximately $175, 
buU.UU. Owner has to retire pecause ot health. 
Will sacritice price and extend terms to re- 
sponsipie party. Don't delay. Aaaress Box 
L-46, American Lumberman, Inc. 





FOR SALE 
Yard in eastern Nebraska town, located in 
rich farming community. Comparatively 
smail investment wii hanale. Owner wishes 


to retire, Address box L-3U0, American Lum 
perman, Inc. 





FOR SALE -— Small yard in Northern Ari- 
zona. Annual sales $85,0u0. Can be very prot 
ilabie tor an owner. Present absentee owner 
wishes to withdraw trom business. For tur- 


ther information write Box H-64, American 
Lumberman, Inc. 


Lumber Yard did over $850,000.00 in 1952, 
may run more this year. Good net earnings. 
Small town, low overhead, fine organization, 
good credit rating, good customer acceptance. 
A rare opportunity to buy a well rated go- 
ing business. Every year shows an increase 
in business. About $200,000.00 inventory, 
trucks, equipment, etc. Real estate may be 
leased or bought. The name is worth more 
than the inventory, but will be given free 
with business. You pay less than actual in 
ventory, etc. We have made enough and 
want to play before it's too late. Address 
Box K-35, American Lumberman, Inc. 


WESTERN YARD FOR SALE 
A successful yard in the “Big West” of Mon- 
tana where outdoor life and business can be 
combined. Established 40 years. Owncr re- 
tiring. Volume $100,000 to $:20,000. Address 
Montana Retail Lumbermens Association, 107 
East Main Street, Missoula, Montana. 





FOR SALE: Profitable Lumber and Hardware 
Business in Western Nebraska. Yearly busi 
ness $100,000. Prosperous community, owner 
must retire due to age and health. Will carry 
part to responsible party. For further informa- 


tion write to Box L-43, American Lumberman, 
Inc. 
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PROMPT SHIPMENT 


BUSINESS OPPORTUNITIES 





BUILDING PAPER 
Glas-Kraft 
Reflective Insulation 
Asphalt Felt 
Red Rosin 


Nail Bags (larger opening) 
Twine (for tying |umber) 
Waterlox 

Seal-All 

Miracle Adhesives 
Miracle Anchor Nails 


SLIDING DOOR HARDWARE 
Joist Hangers (in boxes) 
“Miter Fast’ Corners 
Aluminum Siding Nails 
7” Wall Ties — Areawalls 
Adjustable Shelf Supports 
HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 








ADVERTISING YARDSTICKS 


Basswood, 2-color. Same price as 1-color. 
Also Paint Paddles. Immediate shipment. 


R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 


LUMBER & DIMENSION 
FOR SALE 


2 Cars 2x6 to 2x10 rough Pennsylvania Gen 
uine White Pine dimension. Well air dried. 
Average width 8 inches. Average length 12 
feet. Will grade about No. 3 Common. The 
Buchanan Lumber Company, Cumberland, Md. 








Kiln Dried Douglas Fir Industrial Clears, all 
sizes, from our plant. 

Millwork Blanks Cut Stock 
Ladder Rails & Parts Mouldings 


Your inquiries answered promptly. 


Al Clements Lumber Co. 
PO Box 908 


Eugene, Oregon 


TWX EG 049 Tele. 5-3317 


FOR HARDWOOD PALLETS, industriel crating 
dimension, radio cabinet skids and similar 


products send us your inquiries. Corinth 
Hardwood Co., Bristol, Tenn. 





Popple and Pine 


Send us your car lot inquiries for 6/4 and 8/4 
Popple and 4/4 and 8/4 Norway and White 
Pine. Can resaw and surface. 


W. T. BAILEY LUMBER COMPANY 
Virginia, Minn. 


QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Harcwood and Softwood 
Architectural Trim and Woodwork 


Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 


2,000,000 feet of hardwoods and 
softwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 





West Coast Kiln Dried D. F. Industrial Clears 
n all standard rough sizes. All stock shipped 


on guaranteed weights with WCLA inspection 
certificate. 


CASCADIAN COMPANY, INC. 
Box 12, Eugene, Oregon Phone 5-6312 





WOODWORKING PLANT FOR SALE OR 
LEASE, 12,000 sq. ft. floor space. 3 acres 
land, all machinery, cheap power, good labor 
available. Prosperous Wisconsin city of about 
6000. Sawmill in connection. Now in opera- 


tion. Write Box K-30, American Lumberman, 
Inc. 





GUTTERS & LEADERS 


Facilities for fabricating galvanized, copper, 
aluminum, or stainless steel gutters and lead- 
ers. 3” plain round or corrugated, or 2°'x3" 
rectangular. Our automatic roll-forming ma- 
chines insure high production at low cost. 
We will supply materials or use yours. In 
quiries invited. Eastern Building Products 
Corp., Dept. Y, 72-62 Lockwood St., Newark, 
R. } 





USED MACHINERY FOR SALE 


We are changing to a 60x60" Carrier and 
Lift Truck package and have the following 
54x54" equipment for sale: Three Series 
70-6657 Ross Straddle Carriers, 1951 model, 
each with operator's cab and steering wheel 
guards, F6209 Continental motor. 








Also Two 1950 Model 10-H Ross Lift Trucks, 
one 20° and one 24’ lift, 54” forks, adjustable 
side-shifting carriage, operator's guard, with 
all standard equipment otherwise added. 


Machines in splendid shape—now being used 
regularly. 


HUSS LUMBER COMPANY 


2301 N. Racine Ave. Chicago 14, Illinois 


REBUILT FORK LIFT TRUCKS 


Gerlinger Model PH862-130 
Capacity 16,000 lbs. 
Lift 17 ft. 6 in. 


Ross Model 16 HT 
Capacity 12,000 lbs. 
Lift 10 ft. 


Whiting Diesel Power 
4 Wheel Drive 
Lift 9 ft. 


Hyster Model RT 150 
Capacity 15,000 Ibs. 
Lift 17 ft. 6 in. 


HARVARD EQUIPMENT CO., INC. 
295 CAMBRIDGE STREET 
ALLSTON 34, MASS. 

ST 2-0826 


FOR SALE: Good UD 14 Diesel Power Unit 
with 12” flat pulley, outbored bearing. Price 
$1,500.00. Also 28 Tower inserted tooth 
two saw edger, both saws movable, almost 
new. Price $300.00. O. W. Houts & Son, Inc., 
State College, Penna. 


SAWMILL EQUIPMENT FOR SALE 
AC Generator 200 Volt 200 KW with exciter 
DC Generator & Panel Control Board 120 
Volts 20 KW, DC Motors 5-10 h.p. 
Filer & Stowell Left Hand Corliss Engine 
16°°x36", 12° fly wheel 250 h.p. 
Filer & Stowel: Right Hand Corliss Engine 
14°'x30° 8 flywheei 150 h.p. 
Leather Belt 24''x60' 2 ply 
Leather Belt 20°'x60° 3 ply 
Complete 300 h.p. Steam plant 2 HRT 6'x18' 
boilers, headers, valves, pumps, water 
heater, breeching, stack 5'x66’ 
Boiler HRT 6'x18' 
Heavy top and bottom saw husk ball bear 
in 
58° Rotary Saws 7 gauge 2°’ bore 60 teeth 
48" Rotary Saws 7 gauge 2” bore 60 teeth 
Steam nigger complete 6x8x5 
Steam log kicker cylinders 
Steam Feed complete 9°'x36' 4 valves 6 
control 
Murray 3 block carriage 40°° opening 
Prescott split roll heavy duty edger 
Wood mill 12” spacing 3 saws 
Slasher saw unit 4° spacing 4 saws 
Diamond Hog No. 35 13x15 opening 
Pulleys, shafting and bvarings 


STEIGER LUMBER CO. 
BESSEMER, MICHIGAN 


BOOKS FOR SALE 
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CLEVELAND & LUFKIN 
BOARD RULERS 
Board Ruler Manuals $1.50 
Dimensional Lumber Manuals $1.25 
LUMBER MEASUREMENTS 
PHILADELPHIA 35, PA. 
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and profits! 
to 250 pickets per hour . 
able for width. 


. smooth 


can operate . prompt delivery. 





H. A. SCHUBERT CO. »w™ 


1212 Washington Ave 


PICKET 
CUTTER 


Furn those odds and ends of lumber into pickets— 
The Schubert Picket Maker points 200 


Light-weight and portable (38 lbs.), 
yet rugged and durable for years of service. Anyone 


Write Us For Complete Information! 





Net Price Only 


$52.50 


fob 
Wilmette, 


finish . . . adjust- 





ne 


Wilmette, Ill 








“ROLLEZY"—Mode!l 326 Overhead Door 
mede in 32 standard sizes from 8 x 6 6" to 
quality easy operating, low priced door that 
it for you. 

“GLIDEOVER"—Made in 4 wide ranae 

from 8' x 7' to 24° x 24', which enables 

you to 


meet all residential 


mercial requirements. 


“AUTOMATIC DOORMAN" The 
magic push button electric operator for 
opening and closing ANY make or type 
of sectional overhead garage door and 
most makes and 


and com 


types of one-piece 


Joors 


Ask for Garage Door Bulletin 53 AL 


(illustrated above) 


is now 
16 x 7. Here's a to; 
will win trade and hx 


erhead models and sizes 


®@ Sawhorse Trestles 

®@ Scaffold Brackets 

@ Roof Brackets 

@ Folding Ladder 
Brackets 

@ Farm Building 
Hardware and 
Specialties 

Ask for Bulletin ALG 53 


WAGNER MANUFACTURING COMPANY 


CEDAR FALLS 1'OWA U 


S.A 
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‘armor’ on shingles resists 
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New Gold Bond Chroma-Tex Asbestos Siding Shingles 


And Chroma-Tex gives you these important advan 
your builder and homeowner customers the 


tages that help you close sales faster: 
treshest colors... the richest graining of any Maintenance-Free! Rugeed Chroma-Tex just never 
asbestos siding shingle. Now this be auty has bril wears out. The homeowner never has to paint for 
hant extra life added to it by the 


Bond Surfaseal Finish. 


exclusive Gold presery ition 
ai < . 


Fireproof! Chroma-Tex absolutely will not burn. It 
Surfaseal is a transparent protective coatins ae | banishes fire hazard from sparks and flying embers. 


‘armor that makes Chroma-Tex extra resistant to Your Gold Bond represe ntative will be vlad to tell you 


moisture and staining. Surfaseal helps maintain how to make extra profits with Gold Bond Chroma 


Chroma-Tex’s famous color freshness! Tex. Call him today. 


NATIONAL GYPSUM COMPANY - BUFFALO 2, N. Y. (iknaiMeeai mag 


si °. Sheathing, Reokne, Sidines. Cvveum Reel Decks. Wall Ps remodel better with 


/ atior Vetal Le 
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Lumite* window screening won't 

rust, corrode or stain . . . needs no protective 
painting . . . is quick and easy to install. 

Every day, Lumite wins new friends in new 
construction and in the replacement market with 
home owners everywhere. Why not display 
Lumite and win new friends for your store? 


LUMITE’ 


t_} te - » 
\ SANNA ggaceh C10 | 





